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By KENNETH O. FORCE 


WASHINGTON—The appearance of 
John A. Diemand, president of North 
America, to open the rating bureau 
phase of Sen. O’Mahoney’s inquiry in- 
to insurance and its regulation, attract- 
ed Sens. Kefauver of Tennessee and 
Wiley of Wisconsin for a short time 
and some picture taking. Two large file 
cases and three cartons of papers, 
which W. Perry Epes, North America 
counsel, said contained documents 
from hearings and court cases in 
which bureaus and their members had 
opposed North America deviations 
and independent filings, appeared in 
some of the photographs. 

Mr. Diemand and Mr. Epes gave the 
casualty rating bureaus a clean bill 
of health, though Vestal Lemmon, gen- 
eral manager of National Assn. of In- 
dependent Insurers, had some reser- 


Tackle Frustrations Of Fire Rate 
Units, Generally Clear Casualty 


vations. However, all the witnesses 
were unanimous in their condemnation 
of the fire rating bureaus. In addi- 
tion, Mr. Diemand scored the marine 
definition as delimiting company char- 
ter powers. 


National Board Members 


Questioning by Sen. O’Mahoney and 
Donald P. McHugh, counsel of the an- 
ti-trust and monopoly subcommittee, 
which is conducting the inquiry, 
brought the declaration from Mr. Die- 
mand that yes, it was the members of 
National Board and their representa- 
tives on the governing committees of 
rating bureaus who had conducted the 
severe and persistent campaign of 
opposition to independent action and 
efforts to deviate. 

He was asked to name the principal 
companies and did so—Home, Royal, 
America Fore Loyalty, Hartford Fire, 


Ga. Agents Debate 
Automation Impact; 
Morrison President 


Direct Bills, Continuous 


Springfield F.&M., Great American, 
Aetna Casualty, Fireman’s Fund, North 
British, Crum & Forster, Phoenix of 
Hartford, Aetna Fire, Hanover, St. 
Paul F.&M., New Hampshire Fire, 
National Union, Travelers, American, 
Commercial Union and Boston. 

By questioning Messrs. O’Mahoney 
and McHugh also sought to establish 
that American Insurance Assn. is the 
successor organization to Insurance 
Executives Assn. Mr. Diemand testi- 
fied that IEA was the first trade asso- 
ciation North America resigned and 
that this was done because IEA was 
“exceeding its authority and attempi- 
ing to dictate the policies of its mem- 
bers.” 

However, he did not indicate a be- 
lief that AIA is the IEA successor. 
AIA is supposed to be strictly a forum, 
he said. He was also asked if Inter- 

(CONTINUED ON PAGE 16) 


Policies Rapped, Lauded; 
Companies’ PR Criticized 
By JOHN N. COSGROVE 


ATLANTA—Leading ladies of At- 
lanta Insurance Women’s Club pre- 
sented what must have been the most 
enticing package of protection in his- 
tory, to open the annual meeting of 
Georgia Assn. of Insurance Agents 
here. Appropriately costumed to re- 
present various policies, the ladies 
displayed attractive forms of coverage 
and “uncoverage” to the enthusiastic 
acclaim of more than 500 registrants. 

Paul F. Morrison, Columbus, was 
elected president to succeed C. A. 
Meriwether, Atlanta. James W. An- 





Taylor Is Named 
Executive V-P Of 


‘Atlantic Mutual 


Dale E. Taylor has been elected ex- 
| ecutive vice-president of Atlantic Mu- 





tual and of Cen- 
tennial. He was 
also named a 
trustee of Atlantic 
Mutual and a di- 
rector of Centen- 
nial. 

Mr. Taylor has 
spent his. entire 
career with the or- 
ganization, begin- 
ning in 1937. He 
was made assist- 
ant underwriter in 
the ocean marine 
department in 1941 and an assistant 
secretary in the same department in 
1947. In 1951, he became assistant gen- 
eral manager of the midwest division 
in Chicago. He was elected vice-presi- 
dent in charge of ocean marine ad- 
ministration in 1955. 


National Automobile Club 


Elects Homer President 


Carl N. Homer, Deans & Homer 
agency of San Francisco, has been 
elected president of National Automo- 
bile Club. Paul F. McKown, St. Pau! 
F.&M., was named vice-president and 
Clyde M. Marshall, Aetna Fire, treas- 
urer, 

J. C. Qualmann, Royal-Globe, was 
elected chairman, A. J. Stocklmeir, 
London & Lancashire, vice-chairman, 
and board members are Peyton Y. 
Alverson, Northern Assurance; Ray L. 
Ellis, Fireman’s Fund; E.. E. Erickson, 
Reliance; W. E. Matchett, America 
| Fore Loyalty; Addison C. Posey, Hart- 
ford Fire; D. E. Waggaman, Commer- 
| ¢ial Union. 


Dale E. Taylor 





Ark. Fire Prevention 
Assn. Elects Scales 


Ned Scales, Coates & Raines agency, 
was elected president of Arkansas 
State Fire Prevention Assn. at the an- 
nual meeting at Little Rock. He suc- 
ceeds Ralph H. Baker Jr., R. H. Baker 
general agency. 

Other officers are: Max H. Isaacs, 
Home, and George H. Lewis, W. M. 
Apple general agency, vice-presidents; 
H. Stewart Burgin, U.S.F.&G., secre- 
tary; and R. A. Allison, Trezevant & 
Cochran general agency, treasurer. 

In his annual report, Mr. Baker said 
the association inspected 1,007 build- 
ings in Eureka Springs, Malvern, Mon- 
ticello, Crossett, and Magnolia, making 
2,878 recommendations. A total of 70 
fire-safety addresses were made to 
audiences of 1,970 adults and 10,223 
school children. In addition, some 
8,000 school children saw the associa- 
tion’s fire safety stage show. 

Lt. W. C. Streubing, head of the 
fire marshal section, Arkansas State 
Police, principal speaker at the meet- 
ing, praised the association and pledg- 
ed the continued support of his office. 
He discussed at some length Arkansas’ 
new fire prevention code. 


N. C. Bill Enlarges FR Act 


A bill has been introduced in North 
Carolina which would bring trucks, 
busses and other commercial vehicles 
under the general financial responsi- 
bility act. It would apply to registra- 
tions and renewals beginning in 1960 
and thereafter. Another bill would 
provide that operation of motor vehi- 
cles, registered or required to be reg- 
istered, without having the required 
financial responsibility in force is a 
misdemeanor, punishable with $10-$50 
fine or maximum of 30 days in jail. 


South Carolina Assn. of Insurance 
Agents is planning a convention cruise 
to Nassau, B. W. I., Sept. 10-14. 


—— derson, Decatur, and Carl W. Lawson, 
Gainesville, were named vice-presi- 
dents, and J. O. Hatch, Savannah, 
was reelected state national director 
for a third term. The association voted 
to change its name to Georgia Assn. of 
Independent Agents. 

Automation and its impact on the 
agency system through direct billing 
and continuous policies preoccupied 
the agents’ major attention during the 
busy and varied sessions. A panel dis- 
cussion on the subject moderated by 
Raymond Turpin, Atlanta, and a ques- 

(CONTINUED ON PAGE 38) 


Cal. Agents To 
Carry On Their 
Anti-Trust Suit 


California League of Independent 
Insurance Producers, under which title 
a number of California agents are 
bringing suit against seven casualty 
companies for reducing commissions 

(CONTINUED ON PAGE 38) 
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Cornelius V. Starr, seated second from right, recently retired chairman of 
American International Underwriters, was honored at a testimonial dinner in 
New York by the chief executives of companies whose foreign business is 
managed by AIU. 

Mr. Starr, who founded AIU 40 years ago, was presented with a signed testi- 
monial signed by all those present honoring him for a lifetime spent in 
American foreign trade. Hosts and guests are, left to right, William B. Rear- 
den, chairman of Loyalty group; Harry Bibby, executive vice-president of 
U.S.F.&G.; Mr. Starr; and Lester S. Harvey, president of New Hampshire 
Fire. Standing are C. P. Cunningham, president of American Home; A. E. Gil- 
bert, executive vice-president of AIU; Walter J. Christensen, president of Loy- 
alty group; Peter J. Berry, chairman of Security of New Haven; James L. 
Dorris, president of Hanover; William MacLean, president of National Union; 
William S. Youngman, who succeeded Mr. Starr as chairman of AIU, and 
E. A. G. Manton, president of AIU. 











Whys Of Big Swing Between Costs Of 
Efficient And Inefficient Agency 


Rising premiums in the past decade 
have made some independent local 
agents careless about their office oper- 
ation, Carl O. Pearson, editor of Rough 
Notes, told North Carolina Assn. of 
Insurance Agents at its annual con- 
vention in Pinehurst. Agents needless- 
ly permit commission dollars to slip 
through their fingers. They could sub- 
stantially increase their earnings 
without writing any additional busi- 
ness. 


Have Shown More Interest 


In the past year, a growing number 
of agents have shown more interest 
in agency costs, he said. Revisions in 
commissions undoubtedly made them 
aware of the need for economies in 
office operation. 


Rough Notes has been conducting 
studies of costs of running an agency 
since 1937. The latest figures are for 
1957. He confined his attention to 
agencies writing $125,000 a year 
(between $100,000 and $200,000) since 
there are more of them represented in 
the survey than any other classifica- 
tion (30% for 1957.) Over the years, 
the number of persons needed to oper- 
ate an agency has declined, he said. 
However, increased wages have pre- 
vented the agents from realizing any 
benefits from modern office methods. 
Twenty years ago, almost 70% of the 
$125,000 agencies which participated 
in the study had four full-time em- 
ployes on their payroll. By 1957 two- 
thirds of the agents writing between 
$100,000 and $200,000 premiums annu- 


ally reported that they only had two 
full-time employes. The other one- 
third are handling this volume with 
one full-time girl. 

In 1957, only 5.9% of total income 
went to sub-agents, solicitors, and 
brokers, whereas 20 years ago, agents 
were paying more than 25% of their 
income to producers. 

This is one of the significant devel- 
opments that has taken place in 
agency operation during 20 years, Mr. 
Pearson declared. Agency proprietors 
have found it more profitable to pro- 
duce the business themselves than 
let someone else do the sales job while 
they process the papers. Yet many 
agents still are reluctant to let go of 
the detail work in their offices. They 


(CONTINUED ON PAGE 30) 





Department Examination Gives Details 
Of Huge Insurer Embezzlement Loss 


The Illinois department on May 18 
made part of its official record the 
examination of Highway Ins. Co. of 
Chicago (now Metropolitan Ins. Co. of 
Chicago). In it is revealed the near- 
fatal agonies the company underwent 
as the result of a defalcation amount- 
ing to nearly half the total assets. 

The examination covers Jan. 1, 1955- 
Aug. 31, 1958, during which period 
there was a gross recorded and un- 
recorded defalcation amounting to $3,- 
581,426 which washed out after recov- 
eries to $1,951,760. 

These defalcations were revealed in 
the course of the examination, and the 
Illinois department was fully informed 
of the situation. A good deal of time 
and energy was spent in maintaining 
the solvency of Highway with the 
result that the company is operating 
successfully today under another name 
without having produced a loss to any 
of the policyholders. 

The company was first organized in 
1937 as Highway Mutual Casualty. In 
1950, Highway Casualty, a stock com- 
pany, was formed, and a merger took 
place with Highway Casualty as the 
surviving company. Highway Casualty 
started business with $300,000 of capi- 
tal represented by 50,000 shares of 
$6 par stock, and d@ paid-in surplus of 
$200,000. Capital was increased in 1956 
to $600,000 by means of a stock divi- 
dend, and also in that year the name 
was changed to Highway Ins. Co. 


Called Special Meeting 


The report states that on April 4, 
1958, a special meeting of the directors 
was called by the president, “who 
announced the demand for the resig- 
nation and removal of an individual 
who was a director and a secretary 
and treasurer of the company, follow- 
ing the discovery of his diversion of 
company assets to his own personal 
use. A thorough investigation by the 
agencies substantiated the misappro- 
priation of the company’s funds. Re- 
covery procedures began immediately 
following the disclosure of the stealth.” 

The gross defalcation was found to 
be $3,199,627, from which there was a 
recovery of $9,600 on a CTA bond; 
$15,000 on a fidelity bond; $376,015 
from the sale of real estate equities; 
$60,650 from the sale of recovered 
stocks, and $786,600 of estimated 


values (determined by examination) 
of remaining recoverables as of Aug. 
31, 1958. 

Agreement was reached with the 
Mark Kroll organization to take con- 
trol, operate Highway and restore its 
solvency by asset or surplus contribu- 
tion. In conjunction with the reinsur- 
ance agreement, the stockholders of 
Highway voluntarily surrendered their 
holdings of stock, which was purchased 
by the reinsurer. 

Subsequent to the examination, the 
par of the stock was reduced from $6 
to $3, the resulting reduction in capi- 
tal being credited to surplus. There 
was an outright contribution of $321,- 
627 to the surplus and an advance of 
$375,000 by the principal stockholders, 
in exchange for which Highway is- 
sued a Treasury note in the amount of 
$375,000. 

As of Dec. 31, 1957, Highway had a 
gross surplus of $1,032,244. Eight 
months later the surplus was $567,875. 

The balance sheet as of Aug. 31, 
1958, showed assets of $4,374,661 
(which included $786,600 recoverable 
on the defalcation) and capital of 
$600,000 (this being prior to the re- 
duction in the par value of the stock); 
a paid-in surplus of $950,000, and a net 
surplus of $567,875. 

The company showed a net gain 
on its underwriting operations Aug. 31 
of $488,032, premiums earned amount- 
ing to $2,402,427 and incurred losses of 
$1,119,615. Net investment gain was 
listed at $21,191, and after taxes there 
was a net income of $503,159. 

Subsequent to the examination, 
ownership of Highway was assumed 
by a group of Chicago investors. The 
name has been changed to Metropoli- 
tan Ins. Co. of Chicago, and the com- 
pany is continuing in business on a 
sound financial basis. 


Alaska Legislature 


To Convene Annually 


JUNEAU—Alaska will conduct an- 
nual legislative sessions. The second 
session of the legislature will convene 
Jan. 25, 1960, and bills not passed or 
killed during the first session remain 
in committee until the second session. 
The bills die if not acted upon in the 
second session. 
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New officers of Florida Assn. of In- 
surance Agents at the annual meeting 
in Jacksonville. From left, seated, are 
Neil D. Coates, Miami, president, and 
Lamar Hutchinson, Orlando, vice- 
president. Standing, left, are James M. 
Newton, St. Petersburg, vice-president, 
and Richard S. McKay, Tampa, state 
national director. 





Il]. Legislature 
In New Bill Record 


With the Illinois general assembly 
nearing its close, bills relative to in- 
surance continue to be introduced. The 
legislature recently passed the all- 
time record set in 1957 for number of 
bills introduced. Some of the proposed 
insurance measures are: 

Contributory negligence not bar to 
recovery where negligence of person 
injured or killed is of less degree than 
that of person causing damage. Amount 
of recovery diminished in proportion 
to any contributory negligence. Applies 
in all actions for negligence resulting 
in personal injuries or wrongful death 
or injury to property. 

Director not to authorize or approve 
any fire policy that does not include 
a clause providing for immediate pay- 
ment of unused portion of premium to 
insured upon cancellation of policy by 
insurer or insured. 

Casualty policies to contain a pro- 
vision which requires the insurer, if 
insurer desires to cancel, to deliver 
written notice to insureds specifying 
reason for cancellation. 
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Pressure Continues 
On Expense Part 0f 
Premium: Polley 


Tells EUA Competition 
Increases For Better Class; 
PR Unit To Stress Sales 


The part of the premium left for 
expenses and profit after losses ang 
loss expense have been paid will be 
smaller in the future than heretofore. 
Arthur L. Polley, vice-president of 
Hartford Fire, president of Eastern 
Underwriters Assn., told that group's 
midyear meeting in Cooperstown, N. Y. 
EUA insurers must adjust their ex. 
penses accordingly, he warned. Failure 
to do so can only lead to serious and 
continuing underwriting losses, under 
which no company can long survive. 

Competition for the better than aver- 
age business has become so serious 
through companies filing rates lower 
than tariff or buying business through 
higher commissions and then restrict- 
ing their underwriting to preferred 
classes that unusual underwriting 
care must be exercised to assure a 
representative portfolio, he said. 

The executive committee recom- 
mended election of Harry M. Moun- 
tain, president of Aetna Fire, to re- 
place Clinton L. Allen of that com- 
pany, who has retired. 


Salesmanship Forum 


A salesmanship forum including a 
preview of sound films to be used in 
training for effective selling was pre- 
sented by the public relations com- 
mittee. 

The rating organization managers 
at an all-day meeting dealt with pend- 
ing developments in consolidation of 
forms, clauses and endorsements used 
in the several states. 

John R. Robinson, president of 
Phoenix of New York, and EUA vice- 
president, reported the executive com- 
mittee’s activities, and Charles M. 
Close, executive vice-president of 
Great American, gave the results of 
the conference committee which meets 
with Eastern Agents Conference. 

Sidney G. Behlmer, vice-president 
and secretary of Hartford Fire and 
chairman of the rating methods re- 
search committee, outlined the activi- 
ties of this committee, including the 
current studies involving consolidation 
of forms, clauses and endorsements 
and the review of processing method 
used in preparing reports for under- 
writing purposes. 

Insurers are concerned with under- 
writing profit, Mr. Polley said in his 
talk. The income from investments 
may preserve solvency if the under- 
writing losses are not too great and 
the investment market at the time is 
favorable. But underwriting losses 
must eventually destroy underwriters 
if allowed to long continue, particular- 
ly if the investment side deteriorated. 


California Rating Plan 


In the automobile field numerous 
plans are in use, all based on lower 
rates made possible by lower expense 
ratios and restrictive underwriting, he 
observed. That particular problem 1s 
being met by the new safe driver 
plan recently put in effect in Califor- 

(CONTINUED ON PAGE 4) 
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OF 
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"Topay. two insurance marketing philosophies are locked in 
a struggle for survival. To the agent on Main Street this phe- 
nomena of free enterprise is something of a departure from the 
rules. It is hard for him to understand — in an economy which 





a boasts of more toasters, television sets and vibrating armchairs 
per capita than any other country in the world — why there 
isn’t plenty to go around. Yet, his business declines, his income 
diminishes. He blames a whole army of “hidden persuaders.” 
He sees not himself in the mirror at all. 


Think a minute of some old-timers — the Stutz Bearcat 





————__ and Pears Soap. Leaders in their day,these impregnable giants 
were swept away, taking with them old philosophies, outmoded 
techniques and sick ambitions. 


Some enlightened souls will tell you that the insurance mar- 
keting dilemma can be put down to the rising cult of average- 
ness — the desire to meet only minimum requirements — and 
that depressingly low standards of a large number of insurance 
producers have fostered anything but superior performance 
and exemplary service. To many, they say, even competition 
has become unfashionable. 


Come what may, the creative insurance producer is on his 
way up, not down. His business, his ideals, his service play a 
role all their own. His quest is not for undemanding security 
but a kind of self-realization which makes him both learned 
and prosperous. Hard working producers are earning the right 
to shape their own destinies. Ever vigilant, these professionals 
will rise above anything and everything the economic scene 
brings forth. 


We, at Leo B. Menner & Company, like to feel that we inspire 
a particular kind of admiration among those producers who 
travel the disciplinary path to success. Our procedures and the 
people who carry them out provide strong forces for the pro- 
ducer’s accomplishments. The cult of averageness has no place 
here. Our clients know us for the contributions we are able to 
make in their daily business life, the incentives we offer to give 
you added income and profit in any competitive situation. On 
your next new or renewal Lloyd’s order — whether it concerns’ 
Deductible Fire, an Umbrella’ policy, Group Personal Accident 
or a Hospital Malpractice risk — we urge you to join the ranks 
of America’s foremost producers who do business with Leo B. 
Menner & Company. 





We serve agents, brokers 
and insurance companies. 






snearencet POR 
| Sondon 











——_____.. REINSURANCE | EXCESS AND SURPLUS LINES 


LEO B. MENNER « COMPANY, ine 


BOARD OF TRADE BUILDING « 141 WEST JACKSON BOULEVARD + CHICAGO 4 
TELEPHONE WEbster 9-7565 A 





| 
} 


























4 









HieNATIONAL UNDERWRITER 


Sees Expense Part Of Premium Reduced 


(CONTINUED FROM PAGE 2) 


nia. This is an aggressive and, Mr. 
Polley believes, an intelligent medium 
for meeting competition. 

But this procedure does not lend 
itself as easily to the fire business due 
to its catastrophic nature, and parti- 
cularly that part of it represented by 
EC he said. Average class rating tends 
to preserve a proper increment in the 
rate for the catastrophe exposure. 
However, as far as it is practicable to 
do so competition dictates that risks 
be specifically rated so that the differ- 
ence in desirability between risks be 
minimized, irrespective of the higher 
rating expenses involved. 

Competition has become so keen 
that the main problem of regulatory 
authorities in the future may be to 
make certain that rates are sufficiently 
adequate to preserve the solvency of 
the company rather than too low, he 
said. 

Agents well know they are in a new 
competitive era, involving most serious 
competition from companies using 
different merchandising methods and 
from companies using the agency sys- 
tem but along lines similar in prin- 
ciple to the direct writers, he said. This 
is price competition made _ possible 
essentially through lower expenses, 
accomplished by reducing selling costs. 
Restrictive underwriting, elimination 
of credit losses and elimination of flat 
cancellations are additional contribut- 
ing factors but too small in themselves 
to permit a sufficient price advantage 
to be relatively important. The real 
difference is in the selling costs. 

“We must be reasonably competitive 
pricewise,” he declared. 

But it is also essential to keep the 


companies unquestionably solvent so 
that public confidence may be retained, 
he said. This can only be done through 
holding expenses sufficiently low to 
make an underwriting profit without 
so restricting acceptance of risks that 
the public is not adequately served. 
Thinking agents and company men 
realize that their future depends on 
how successfully this competitive chal- 
lenge is met. If companies fail in 
adjusting their costs to meet this 
challenge, they will have failed their 
agents and stockholders. To meet the 
challenge will require the possible 
sacrifice of a portion of present premi- 
um income to maintain a portfolio of 
business the cost and quality of which 
are within the realm of sound under- 
writing. Acquiring business at a cost 
which obviously would lead to an 
underwriting loss violates sound un- 
derwriting principles. He wondered 
if all companies fully realize this. 

The trend toward more detail work 
being done by companies and less by 
agents, who thereby may have more 
time to produce and service the busi- 
ness, continues. Production means 
selling. There is a need to stimulate 
the sales consciousness of agents, for 
companies to interest and aid them in 
learning and putting into practice 
more effective sales methods. 

Mr. Polley said he was basically 
optimistic in spite of the discouraging 
experience of many, if not all, com- 
panies in the first quarter. The de- 
mand for fire and casualty insurance 
is increasing rapidly due to a growing 
population, improved standards of liv- 
ing and expanding private enterprise 
—which all point to a considerably 


STRENGTH 


At Leslie H. Cook, Inc. the pro- 
ducer finds seasoned, capable han- 


dling for important risks. Here he 
is provided with clear-cut advan- 
tages in today’s highly competi- 
tive sales atmosphere . . . resource- 


ful, 


creative performance that 


justifies the confidence of the 
assured. 
Yes, at Leslie H. Cook, Inc. 
_ you will discover the strength that 
- placement for your important 
clients demands. 


lie H.Gook 
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At the annual 
convention of 
Louisiana Assn. of 
Insurance Agents 
at Edgewater Park, 
Miss., from left— 
Porter Ellis, Dallas, 
member of the ex- 
ecutive committee 
of NAIA; Allen 
Smith, secretary of 
the Louisiana as- 
sociation; Arthur 
O’Connell, Cincin- 
nati, who spoke at 
the meeting and 
Philip Jacobs, 
Alexandria, new 
president of the 
Louisiana association. 
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higher level in the value of insurable 
goods in the years ahead. 

George C. Peacock, vice-president 
of Agricultural, presented the report 
of the public relations committee. 

Since the introduction of the “effec- 
tive salesmanship program” in late 
1957, field clubs in EUA territory have 
conducted 82 forums attended by more 
than 3,000 agents, Mr. Peacock re- 
ported. The 156 field men who partici- 
pated in these educational panels also 
improved their own sales techniques 
by studies of books on salesmanship 
in preparation for forum presentation 
to local agent groups. To simulate the 
interest of field men, plans are to use 
four sound films, which supplement 
the basic elements of salesmanship, 
approach, interest, action and close. 
These films were previewed at the 
EVA meeting. 


To Develop Sales Clinics 


In the fall, the staff plans to visit 
field clubs to develop sales clinics 
for the revised business interruption 
forms, to encourage field men to con- 
duct sales forums to stimulate local 
agents to increase the sale of this 
important coverage. 

While many agents are experienced 
and aggressive salesmen, the EUA goal 
is to expose as many agents as pos- 
sible to the value of sales techniques 
and to develop more of them into the 
top sales group, Mr. Peacock said. 

It is evident that the changing pat- 
tern of field operations which has 
developed under multiple line opera- 
tions will have its effect upon the field 
club of the future, he observed. The 
expansion of service offices, produc- 
tion branch offices and decentralization 
of underwriting and accounting into 
strategically located regional offices 
have revised the organizational chain 
of command that formerly existed 
when field men reported to home 
offices and were supervised by senior 
officers in charge of a wide territory. 
Those senior officers were fully ac- 
quainted with the operations of field 
clubs and their value to the business. 
With the changed pattern there is a 
need for telling the story of field 
clubs and their contributions to educa- 
tional efforts and public relations 
work of a multiple line nature to all 
who may now have the responsibility 
of directing the activities of field men. 


Membership Changes 


The PR committee has restudied the 
recommended constitution and _ by- 
laws under which field clubs operate 
and has recommended that they open 
membership to all salaried employes 
of insurers who travel the territory, 
including salaried staff adjusters, en- 
gineers, inspectors, inland marine 
specialists and others who serve with 
multiple line field men in dealing with 
local agents and the public. 


In addition to the salesmanship 
program, education, highway safety 
and town inspections, 308 field mep 
participated in 225 talks and 869 film 
showings before an audience of more 
than 157,000 people during 1958. Field 
men conduct much of this activity 
during non-work hours. 

In cooperation with the Pacific 
Board, EUA is preparing revised ma- 
terial to be used in town inspection, 
Mr. Peacock said. Twelve separate 
items can be combined into one form 
to serve several functions and thus 
reduce printing costs without losing 
efficiency. Revised procedures will fa- 
cilitate the work presently required by 
field club members in arranging and 
conducting the inspection. 

The well run field club is an in- 
valuable source of inspiration and in- 
formation, particularly for younger 
men, and field clubs will become in- 
creasingly important to the business 
when the new Insurance Information 
Institute begins to function, Mr. Pea- 
cock said. 


Sheriff Of Cochise Speaks 


At Indianapolis Luncheon 


John Bromfield, better known to TV 
viewers as the “Sheriff of Cochise” or 
the “U.S. Marshal,” addressed an in- 
surance luncheon at _ Indianapolis 
sponsored jointly by Indiana Capital 
Stock Insurance Assn. and Indepen- 
dent Insurance Agents of Indianapolis. 

Although he devoted most of his talk 
to answering questions about televi- 
sion and the filming of his shows, Mr. 
Bromfield also told of his deep interest 
in fire prevention. This year he has 
toured the nation, under the auspices 
of the National Board, speaking pri- 
marily to high school groups on fire 
prevention. 
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Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
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The 
Even 
Dollar 





Pian Exclusively yours through The Employers’ Life! The Even Dollar 

Plan is a new and welcome approach to Life. The amount of 
insurance is always an even $5,000. The premium is always an 
even amount. The buyer has his choice of $10, $15, or $20 
monthly payments which continue to a specified paid-up age, 

according to age of issue and premium selected. At the paid-up age the insured has the option 

to continue monthly deposits in the same amount, and The Even Dollar Plan matures as 

an Endowment at an Optional Endowment Age. The Even Dollar Plan automatically 

includes an unusually liberal Waiver of Premium benefit with no exclusions and only 


a four month waiting period. 


If you are an Agent who is looking ahead . . . an Agent who plans... hy not see for yourself 
our exclusive Even Dollar Plan as well as The Employers’ Life complete and competitive 
portfolio with new, unusual and liberal features. The entire program has been designed 
to make it easier for the Agent to sell and easier for the prospect to buy. Of course, 
a special invitation is extended to Agents now representing The Employers’ Group 

. one of the few nation-wide, full-line Life and Property carriers. 





INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICE: 110 MILK STREET, BOSTON 7, MASSACHUSETTS 
ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES 
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General Agents See Personnel As Main 


Problem In Sales And Other Operations 


Edmund F. Vanston of Dallas and 
John Crowther of Minneapolis were 
the principal speakers on the feature 
panel, “What Is A Modern General 
Agency?” at the annual meeting of 
American Assn. of Managing General 
Agents in New York. Mr. Vanston 
analyzed production considerations. 
while Mr. Crowther covered internal 
operations. 


Mr. Vanston pointed out that the 
general agency system is nothing more 
or less than a marketing function in 
the free competitive system. There are 
many factors in production—primarily 
classes of business, selling techniques, 
and field personnel. Each has under- 
gone changes in recent years. 

Mr. Vanston analyzed these factors 
to see if general agents are keeping un 


with current trends. He said that they 
now compete for business with three 
distinct competitive bases — service, 
price, and commission. The general 
agent cannot restrict himself to any 
one of these classes, but must be in ; 
position to compete on all. 

In the past, he continued, they have 
restricted themselves in most cases to 
business based on service. Today, how- 
ever, with such a tremendous amount 
of business being placed on a price or 
commission basis, they must revamp 
their operations and work with com- 
panies in order to give them an over- 














Got a big one on the line? 


Just S-O-S for the Man from “Ag”... 
the company that’s Strong On Service! 


If your prospect looks “too big to handle,” or has 


a real coverage problem, get help, fast, from the Man 


from “Ag.” 


When it comes to selling and service problems, 
g I 


Got problems with a “problem-prospect” ? 


Let the 


“Ag Man” help solve them. 


Remember, for the kind of help that keeps agency 


costs down and agency profits up, SOS for the Man 


you'll find your Agricultural Insurance field rep- from “Ag”— the company that’s Strong On Service. 


resentative is a real “‘ace in the hole.’ He has the 
experience and technical know-how to understand 
the needs of big-company clients. And he’s ready, 


willing and available when you need him. 


obligation. 








For a Winning Combination TEAM UP with “AG”! 


Name 


Friendly 
Folks 


The Agricultural Insurance Co., 
Watertown, N.Y. 


As a quality agent, | could be interested in teaming up | 


Mail Coupon today for Complete “Ag” Story 


Dept. N-659 


with a quality company. Let’s have the details without 
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all spread rather than a single Class 
which has been the least profitable of 
all. 


Flexibility Needed 


Every day, he went on, more ang 
more business shifts from one class tg 
another. General agents must be flex. 
ible enough to shift with it. In some 
instances, they may have to reduce 
over-riding commission or possibly 
take on added detail. Service will a). 
ways be the foundation of the generaj 
agency system, but if it is to hold its 
position it cannot ignore the other 
classes. 

He said that the business has been 
weak in its selling effort. It has not 
sold the public on the value of its 
product, or on the reasons behind rises 
in rates. It has not sold officials on the 
need for rate increases. He urged sales 
training for all personnel who contact 
agents and said that selling ideas 
could be adapted from other business. 
es. 
It makes little difference what sales 
programs and goals are set unless top 
men are available to put them in oper- 
ation, Mr. Vanston said. The day is 
past for the “tourist” field man and 
the “has been.” He thinks the best 
type of salesmen would logically be 
found in the graduating classes of 
universities. 

With this in mind, he investigated 
to find out what general agents and 
the business as a whole were doing to 
recruit college graduates. He contacted 
the placement director of one of the 
leading universities in his area and 
was stunned to learn that the busi- 
ness has had little success in interest- 
ing college seniors. As a matter of 
fact, few insurers even interview the 
seniors. Other industries not only send 
personnel to interview them, but also 
use promotional material, provide trips 
to their home offices, and run ads in 
the campus newspaper. 


Recruiting Record Poor 


Mr. Vanston thought the record in 
this one university might be an iso- 
lated instance, so he obtained a copy 
of the College Placement Annual for 
1959. In the alphabetical listing of 
1,364 business firms that have re- 
cruiting programs at the various 
universities, there were only 36 insur- 
ance organizations, and this included 
mutuals, direct writers, large brokers, 
and a leading independent adjusting 
firm. There was not a single general 
agency listed. This is an indictment of 
the business in Mr. Vanston’s view. It 
takes more than a financial statement 
and a long history to do a modern job. 
General agents and the business as a 
whole, need the best minds in the 
country, and the university is the 
place to get them. The business must 
be made more attractive to young 
men. There is no reason why insurance 
should be outstripped by other busi- 
nesses in recruiting. If insurance op- 
portunities now offered are not attrac- 
tive, they must be stepped up. The 

(CONTINUED ON PAGE 26) 









THE OLDEST INSURANCE 
COMPANY IN THE WORLD 





55 FIFTH AVE., NEW YORK 
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side adds so much depth and breadth to your service. America’s oldest marine insurer gives you the 


confidence of experience; the savings from loss prevented by proper packaging, handling, stowing; INA 





NCE INSURANCE BY NORTH AMERICA 


Insurance Company of North America . Indemnity Insurance Company of North America e Life Insurance Company of North America . Philadelphia 
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SURPLUS LINE PLACEMENT 
REQUIRES SPECIALISTS 


For service to and protection of your 





valued clients 


never settle for less 





SPECIAL RISK AGENCY 


Announces the opening of their Philadelphia Office 


to service agents & brokers of East Coast States 





The markets available are wide and secure being under- 
writers at Lloyd's, London, British & European Insurance 


Companies as well as Domestic Companies. 


The following is a small segment of classes written: 


Primary & Excess Liability 
Fire & Allied Lines 
(Warranty & Non-Warranty) 
Inland Marine 
Special Events 
Errors & Omissions 
Professional Indemnity 
Malpractice 
Burglary & Robbery 
Excess Workmens Compensation 
Personal Accident 
Amusement Parks 
Carnivals 
Fire, Theft & Collision 
All Risk Physical Damage on 


Commercial & Manufacturing Location 


Livestock 





For Information or premium quotations, contact 


Mr. Edward J. Cuff 
Lewis Tower Bldg., 
Philadelphia 2, Pa. 
PEnnypacker 5-3388 


AGENTS & BROKERS ONLY (NO DIRECT BUSINESS ) 


— Chicago Office — 


175 W. Jackson Blvd., Chicago 4, II. 
Mr. Edward R. Roe 


WEbster 9-0620 














Glens Falls’ Volume 
Losses Up In Quarter 


Glens Falls had an_ underwriting 
loss of $1,949,005 in the first quarter 
of 1959 compared with a loss of $1,- 
053,309 in the same period a year ago. 
Premiums written were $20,434,497, a 
gain of 6.5%. Policyholders surplus was 
down to $54,612,613 from $56,473,589 
at Dec. 31. 

Ratio of loss and loss adjustment 
expense to premiums earned was 68.9, 
and ratio of underwriting expense to 
premiums written was 40.7% for a total 
of 109.6 compared with 107% in the 
first quarter of 1958. Investment in- 
come increased 3.9% to $911,399. The 
net operation loss was _ $1,049,636 
against a loss of $181,571 at March 31, 
1958. 


Carolina Mutual 
Agents’ Card Set 


William N. Woodland, executive sec- 
retary of Mutual Fire Insurance Assn. 
of New England will be the lead-off 
speaker at the annual meeting of Car- 
olinas Assn. of Mutual Insurance 
Agents at Grove Park Inn, Asheville, 
June 10-13. His topic will be “What’s 
Ahead.” 

A workshop on boiler and machinery 
coverage and sales will be conducted 
by Gordon Gronert of the staff of Kem- 
per Institute. Bernard P. McMackin Jr., 
associate editor of F.C.& S. Bulletins, 
will speak on dwelling package pol- 
icies. A report on NAMIA’s cost survey 
and its forthcoming investigation into 
the impact of automation on local 
agents will be given by Henry D. Bean, 
Haddonfield, N. J.. NAMIA president. 

R. H. King, Associated Insurers of 
Raleigh, will discuss errors and omis- 
sions insurance, and Henry Duke, 
Cumberland, Md., will analyze life 
sales in the general agency business. 
The meeting will conclude with a sales 
rally featuring Fred A. Palmer, sales 
specialist of Worthington, O. 


Hastings, Monitor Mutuals 
Of Michigan Merge 


Hastings Mutual, Hastings, and Mon- 
itor Mutual, Pontiac, are merging, with 
Hastings Mutual (formerly Michigan 
Mutual Windstorm) assuming all as- 
sets and liabilities of the Pontiac in- 
surer. The consolidation, brings to- 
gether two of the state’s oldest mutuals. 
Monitor Mutual was founded in 1870 
to provide farm fire protection in Oak- 
land county, the charter later being 
broadened to permit operations 
throughout Michigan. Hastings Mutual 
was founded in 1885 to provide farm 
windstorm coverage and its charter 
has been broadened to include fire and 
multiple peril coverage both on farm 
and city dwellings and on commercial 
properties. It has assets of $6,400,000. 


10 State Glass | Rate Hike 


National Bureau has increased man- 
ual glass rates in 10 states. The aver- 
age statewide increases are 7.1% for 
California, 11.7% for Indiana, 6.3% 
for Iowa, 10.9% for Kentucky, 7.7% 
for Michigan, 5.5% for Missouri, 6.7% 
for Nevada, 6.9% for New Mexico, 
12.9% for Ohio, and 5.9% for Okla- 
homa. The over-all average increase 
is slightly less than 2%. 


South Named At Indianapolis 

American Surety has appointed 
Jesse R. South claim manager at Indi- 
anapolis. He joined the company in 
1955, and was named claim represent- 
ative in 1956. 
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F.&D. Appoints Three 


In Two Texas Offices 

Fidelity & Deposit has appointeg 
Roland F. Bonewitz and Max D. Scott 
associate managers at Houston, ang 
Travis A. Yancy manager at Sap 
Antonio. 

Mr. Bonewitz joined the company jp 
1947 as a special agent in Houston ang 
has served as assistant manager there 
for the past five years. Mr. Scott, who 
has also been with the company since 
1947, began as special agent in Dallas, 
He has been in charge of the San 
Antonio office since 1953. Mr. Yancy, 
who succeeds him, joined the company 
at San Antonio in June 1958, after 
more than 20 years with a local agency, 


N. J. In FR Survey 


A spot survey by the New Jersey 
department indicated that, with the 
exception of drivers with extremely 
poor records, motorists have had little 
difficulty obtaining financial responsi- 
bility certificates. The survey was in 
relation to the regulation, which went 


into effect Jan. 1 of this year, making | 
license revocation mandatory upon a | 


speeding conviction. Convicted speed- 
ers must show financial responsibility 
before they can retrieve licenses. 

The survey of seven insurers showed 
that 97% of such drivers were’ able to 
obtain their certificates through com- 
panies, while only 3% had to go 
through the assigned risk plan. 

Under the program, when a driver 
exceeds the speed limit by more than 
10 miles an hour on the New Jersey 
Turnpike or the Garden State Park- 
way, and is convicted, his license is 
revoked. Up to now, more than 7,000 
drivers have been penalized. Two- 
thirds of these drivers have been from 
out of state and have lost their recipro- 
cal driving privileges. Their home 
states have been notified. 

According to Commissioner Howell, 
insurers have not been cancelling risks 
solely because of the speeding viola- 
tion. Insured who have had a favor- 
able record continue to be covered. 


N. Y. Fire Protection Men 
Hold June Meeting In N. J. 


New York Chapter of Society of Fire 
Protection Engineers held its June 
meeting coincident with the annual 
meeting of National Fire Protection 
Assn. at the Hotel Dennis, Atlantic 
City. Dr. Harold B. Gore, president of 
Educational Facilities Laboratories, 
New York, was the speaker. He dis- 
cussed the “educational explosion” in 
the U. S. and its implications to fire 
protection engineers. 





FIRE UNDERWRITING 
MANAGERS 
$10,000 - $12,500 


A large number of our Company clients are cur- 
rently seeking individuals to manage their 
Underwriting Departments. In all instances, Com- 
panies with these positions have been in opera- 
tion at least twenty-five years and have assets 
well above the twenty million mark. Openings have 
been created by retirements, expansion of facil- 
ities and other legitimate reasons. 


Specifications on these positions: age range, 
thirty-five-forty-five. Home Office experience in 
the amount of eight-twelve years, preferably ac- 
quired with Companies operating on Multiple Line 
basis and thoroughly conversant with Commercial 
Lines. 


ALL INQUIRIES HANDLED IN A_ CONFIDENTIAL 
MANNER. EMPLOYERS ASSUME SERVICE FEE AND 
MOVING EXPENSES ON THESE POSITIONS. 

A postal card will bring “HOW WE OPERATE.” 
No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY _ 
330 S. Wells Chicago 6, Illinois 





HArrison 7-9040 
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AT TEXAS AGENTS’ ANNUAL: 


—_—_—_— 
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lrons Examines Questions Posed In 
Setting Up Merit Rating Standards 


Who is a safe driver and what is 
the definition of an accident? These 
and other questions posed in setting 
up standards for merit rating were 
discussed by David B. Irons, member 
of the Texas board, who forecast es- 
tablishment of such a plan in that 
state. 

Speaking at the annual convention 
of Texas Assn. of Insurance Agents 
at Fort Worth, Mr. Irons said the un- 
derlying concept of merit rating is 
based upon actuarily credible evidence 
that a driver who is accident free for 
a significant period is less likely to 
have accidents in the future than a 
driver who has had one or more 
smashups. 

He said “we are talking about de- 
termining the proper rate to be charged 
for the future year to be insured, rec- 
ognizing that even careful drivers 
have accidents, but careful drivers 
are less likely to have accidents in the 
future period for which the premium 
is to be collected.” 


Cites Main Problem 


The most striking and _ obvious 
problem posed by the practical appli- 
cation of this theory, he said, is that 
something in the neighborhood of 80% 
of all insured will not have had any 
accidents for the past several years. 
If 80% of the people are going to be 
charged a lower rate, then the many 
millions of dollars not paid by the pre- 
miums of this four-fifths of the driv- 
ers will have to be produced from 
some other segment of the insurance 
public if there is going to be enough 
money to pay all the insured losses 
and essential insurance company op- 
erating costs. “In other words, the 
driver whose only claim to driving 
ability is that he has not had an ac- 
cident in the last year, has a far worse 
record than the average driver. If you 
take account only of a single year, the 


problem is magnified because about 
90% of the drivers will be accident 


free for at least the latest year.” On 
the other hand, if a longer accident 
free period, say 10 years, is required, 
the expense of verifying accident free- 
dom would be more or less prohibi- 
tive. 

What Occurrence Is Accident? 


Substantially as complicated as try- 
ing to decide a reasonable experience 
period is the problem of what kind of 
occurrence should be regarded as an 
accident. If any occurrence involving 
a vehicle is an accident, regardless of 
fault, innocent victims of unavoidable 
accidents will suffer increased insur- 
ance rates. However, if increased 
rates are applied only to persons who 
are clearly at fault in an accident, 
“the administrative complexity of 
determining fault could be a stagger- 
ing burden. Likewise involved in the 
definition of accident is the need to 
decide whether it should be confined 
to insured losses.” 

Mr. Irons said he thought the exist- 
Ing system of classifying insured ac- 
cording to age, use, and territory can 
be further refined by attempting to 
classify accident prone drivers as dis- 
tinguished from drivers less likely to 
have future accidents. “Translating 
these broad concepts into specific pro- 
posals, I am inclined to favor an initial 
program which should give to drivers 
who have been without accidents dur- 
ing the past three ycars a better rate 


than the rate which would be charged 
drivers who have had an accident in 
the past three years. I would also be 
inclined to add additional rate in- 
creases to persons who have had sev- 
eral accidents in the last three years 
and to persons convicted of very seri- 
ous traffic offenses, such as driving 
while intoxicated or being an habitual 
offender.” 

Must Avoid Area Of Doubt 


“As to freedom from fault, I believe 
certain minimum standards can be 
created to assist the driver who is free 
of fault, but these must be standards 
which lend themselves to ready appli- 
cation and avoid the areas of doubt 
or argument about legal responsibility.” 
As to insured loss as a definition of 
accident, he said he cannot help but 
feel that such a standard would depart 
from the concept of a classification 
plan for careful drivers and would 


tend to become more like experience 
rating for individual private operators 
or a no-claims rebate. ; 

Much of the burden of a merit rat- 
ing program would fall upon the 
agents, Mr. Irons declared. To the ex- 
isting complexities of territories, class- 
es and rating symbols, the agent would 
have to add the job of determining 
whether his client is entitled to an 
accident free rate. There may be time 
later on for the underwriter to con- 
sult records, but the agent would have 
to determine the rate without awaiting 
the results of any such time-consum- 
ing inquiries. 

T. M. Gregory, vice-president of 
American Surety, speaking on “The 
Construction Business and the Insur- 
ance Agent,” said construction under- 
writing is essentially a gamble. To 
meet the needs of the bidder, he rec- 
ommended the agent consider the ex- 
perience, assets and character of the 
man who seeks the bond. 


Speakers Bureau Valuable 


The value of a speakers bureau 
was described by Lloyd Palmer, south- 
western director of Assn. of Casualty 
& Surety Companies. He said a speaker 
will get his ideas across more effec- 
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tively than newspapers or TV. The 
talks are organized, none of them are 
new but have been well-tested. W. J. 
Harding, Texas Insurance Advisory 
Assn., disclosed that a card index of 
speakers has been set up in his of- 
fice, and that 200 speeches are avail- 
able. 

Archie M. Slawsby, Nashua, N. H., 
president of National Assn. of Insur- 
ance Agents, in his talk, “First Rate 
or Cut Rate,” stressed the importance 
of selling service rather than premi- 
um. In competition, if the agent is 
confident of the value of his service, 
he can win, Mr. Slawsby declared. 


GAB Names Dowling In Pa. 


General Adjustment Bureau has ap- 
pointed William J. Dowling manager 
at Hazelton, Pa. He succeeds William 
T. Shindel, who was named manager 
at Germantown, Pa. 


N. J. Raises Auto Limits 


The New Jersey legislature has 
passed a bill raising auto liability 
limits for operators of taxis, busses, 
rented cars and drivers’ schools to 
10/20/5. 





C. Reid Cloon, President 


EXCESS LIABILITY ANY NATURE @ 
FORMS OF LIABILITY INSURANCE ¢ 





FIRE AND ALLIED COVERAGES #@ 
MALPRACTICE LIABILITY ¢ 


SPEED’S AN EXTRA SALES POINT 


.. . when you use Illinois R. B. Jones 


ILLINOIS R.B. JONES Inc. 


Jay W. Gleason, C.P.C.U., Executive Vice President 


175 West Jackson Boulevard, Chicago 4, Illinois, W Abash 2-8544 


No client likes delays in getting quotes 
or coverage—it’s annoying; it some- 
times costs him money. And the blame 
falls on the producer’s shoulders. 


That’s why, for your special risks, 
Illinois R. B. Jones gears its operation 
to fast, non-stop service these three im- 
portant ways: 1) A central location, in 
Chicago, convenient to producers any- 
where in the nation; 2) High binding 
authority that means the fastest quotes 
and coverage for the majority of your 
risks; 3) Daily TWX communication 
with London (for risks placed in the 
open market), that cuts transmittal 
time to seconds. 


No wonder, then, that producers who 
want speed place their special risks 
through Illinois R. B. Jones. Try it. 


OL&T, PRODUCTS AND ALL 
GROUP ACCIDENT & SICKNESS 
OVER-AGE PERSONAL ACCIDENT ® EXCESS MOTOR TRUCK CARGO @ INLAND MARINE @ REINSURANCE 


Representing 
Lioyd’s, London. 
-_.” 
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FieNATIONAL UNDERWRITER 


Insurance Frauds Are At All Time High 


Insurance frauds are at an all time 
high, Robert Dick, assistant to the 
manager of the claims bureau of Assn. 
of Casualty & Surety Companies, 
told the Brooklyn Insurance Brokers 
Assn. at its May meeting. 

“In all my years of employment I 
have not seen so many indications of 
dishonesty on the part of persons as- 
sociated with the business as I have 
in the past seven or eight years,” Mr. 
Dick said. He attributes these frauds 


and dishonesty largely to high federal, 
state and city taxes, which greatly 
increase the importance of the dis- 
honest, hence tax-free, dollar. 

The independent appraisal plan, 
established by Assn. of Casualty & 
Surety Companies to combat exhorbi- 
tant charges by repair shops, appraised 
219,948 damaged automobiles last 
year. There was found to be an av- 
erage overchars~ of $59.83 per auto 
for repairs. This tovals nearly $13,196,- 


880, he said. From this can be esti- 
mated the amount lost each year by 
casualty companies in overcharges for 
repairs under PDL, Mr. Dick pointed 
out. 

Many insurance frauds, he said, are 
set going by adjusters, claims managers 
and other company employes, who 
receive expensive gifts from plaintiff 
attorneys, and by brokers and agents 
who continually steer insured to cer- 
tain garages and negligence attorneys. 

Recently a New Jersey fraud ring 
that had stolen $40,000 from insur- 
ers in less than six months was broken 
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up. It involved company and inde. 
pendent adjusters and garage owners 
In another case facts indicated that of 
a negligence attorney’s 500 clients, 499 
had been sent to him by a single ip. 
surance broker. 

A recent investigation resulted jp 
the conviction of an adjuster who haq, 
in six weeks, taken his company for 
$4,000. He did this by securing $1 re. 
leases from passengers in automobiles 
that had been involved in accidents, 
submitting forged releases for $109, 
and then cashing the drafts through a 
cenfederate. 

A $50,000 automobile fraud case jg 
now being concluded in Washington 
County, N.Y. Here salvaged cars were 
purchased, the title was entered ip 
some name, insurance placed, and 
then claims made for the same dam- 
ages that occurred in the original ae. 
cident. The adjuster in this case ad- 
mitted receiving 25% of the money 
obtained. 

Numerous judicial inquiries have 
been and are being conducted by bar 
associations to clean out unethical 
practices among their members, Mr. 
Dick said. Such inquiries are being 
conducted in New York, Connecticut, 
Florida, the midwest and on the West 
Coast and involve, in almost all cases, 
the activities of lawyers engaged in 
the handling of negligence cases. In- 
numerable cases of collusion between 
adjusters, brokers, garage owners and 
lawyers to defraud the insurers have 
been uncovered. 

Agents and brokers can help combat 
such frauds, he said. The broker can 
educate insured as to what casualty 
insurance is, that it is not like life 
insurance under which, after paying 
several premiums, they are entitled 
to collect something. Insured should 
be made to realize that he does not 
have to claim more than the amount 
of the actual damages in order to 
break even. 

Where the broker feels that claims 
are overpaid, he should discuss it with 
someone in authority in the claim de- 
partment, Mr. Dick stated. This is 
especially true where the broker 
suspects the adjuster of dishonesty. 
His office is always glad to consult 
with the broker, he said. Information 
volunteered by a broker on Long Is- 
land recently resulted in conviction of 
an adjuster and restitution of $6,700 
to the company. 

Brokers and agents should be re- 
luctant to refer clients to attorneys 
and particular garages, he said. Also, 
in Mr. Dick’s opinion, companies 
should revise their methods of em- 
ployment and keep a closer and better 
check on the work of adjusters and 
their activities in the communities 
where they live. 


HARTFORD'S 
ONLY 
PROFESSIONAL 
REINSURANCE 
COMPANY 





METROPOLITAN 
FIRE ASSURANCE 
COMPANY 


J. B. CARVALHO, President 
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FieNATIONAL UNDERWRITER 


Neal, In Annual Report, Says A&S 
Industry Proved It Can Do The Job 


The health insurance business has 
exhibited “very satisfactory signs of 
progress” in meet- 
ing the challenge 
of proving that the 
voluntary system 
of health coverage 
can do the job for 
the American peo- 
ple, Robert R. 
Neal, general man- 
ager of Health In- 
surance Assn., told 
HIA in his annual 
report at the meet- 
ing in Philadel- 
phia. 

During 1958, for example, Mr. Neal 
said that Health Insurance Institute 
reports health insurance beneficiaries 
received payments of more than $2.6 
billion, an increase of over 8.3%. 
There are 70 million persons covered 
by insurance company health policies, 
more than half of the estimated total 
of 121 million Americans who have 
some form of health coverage through 
all insuring organizations. 

Also, as this effects HIA, the 275 
companies of the association write 80% 
of the A&S business written by insur- 
ance companies. 


An Even Better Job 


Mr. Neal suggested that this prog- 
ress “should do no more than to stim- 
ulate us to do an even better job.” 

After first voicing the pessimistic 
note that there continues in America a 
trend toward further liberalism in 
social matters, Mr. Neal added, how- 
ever, “There are signs, though not yet 
a recognizable trend, that increased 
cost of social projects through taxation 
is being felt by the individual citizen. 
This will be tested by the extent to 
which programs that require taxation 
gain or lose favor as election issues 
next year.” 

He said there was a continuing need 
to see that those who support the ten- 
ets of private enterprise and the vol- 
untary system are backed as possible 
candidates. 

Mr. Neal also reported that the 
health insurance business has shown 
decided progress during the past year 
in providing and continuing coverage 
for the physically impaired risk; of 
providing hospital and medical expense 
coverage after retirement, and of de- 
termining a satisfactory and generally 
acceptable solution to the continuance 
of coverage. 

In the field of HIA growth, Mr. Neal 
said that 19 companies have joined the 
association in the past year. 

Much of Mr. Neal’s report consisted 
of a detailed review of legislative de- 
velopments, HIA company relations, 
information and research projects, and 
public relations. But before going on 


South Bend Women Elect 


South Bend-Mishawaka Assn. of 
Insurance Women elected Mrs. Felix 
Esarey, president. Also elected are 
Mrs. H. C. Olston, vice-president; 
Arlene Geabler, secretary; Mary 
Wolf, treasurer, and Mrs. Ernest 
Waslicki, executive board member. 


Robert R. Neal 


Associated Claims Service Expands 

Associated Claims Service, Chicago 
company adjusters, has opened an 
office at McHenry, IIl., to be man- 
aged by Henry Kawa, who for 10 


years has been an examiner for Roy- 
al-Globe. 


to this, he said, “More and better cov- 
erages are available to the American 
people. Particularly is this true in 
the area of comprehensive and major 
medical insurance. We are standing 
at the threshold of the solution of im- 
portant problems of medical economics. 

“Medicine is providing aggressive 
leadership towards this end through 
experimental programs such as those 


in effect in San Joaquin County and 
Long Beach, Cal., where physicians 
have bound themselves to abide by an 
agreement which in effect announces 
to the public the price of service, ir- 
respective of to whom rendered or by 
whom paid. 

“The foremost problem of the day is 
the cost of health care. It must be 
faced squarely by those who provide 
service and there must be recognition 
of the third party interest which un- 
derwrites that cost. In a number of 
instances, local medical societies are 
leading the way to elimination of crit- 


TIME 
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icism of part of the cost, i.e., the doc- 
tor’s fee, by applying a dollar con- 
version factor to relative value sched- 
ules. Through this avenue they remove 
part of the mystery of the cost of 
health care and preserve the tenets 
on which the practice of medicine is 
based in this country. 

“Medicine has recognized that vol- 
untary health insurance is the sound 
and practical device for financing 
health care costs within the structure 
of private enterprise. We share with 
medicine the joint responsibility of its 
successful operation.” 


PROFIT 
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Agencies: 








INCREASE YOUR BUSINESS 


Here’s the quickest way to help 
your client after the fire 


Right after a fire your client turns 
to you for help. Motivation re- 
search indicates this time as the 
most critical moment in your as- 
sociation with him. He relies on 
you to place every necessary serv- 
ice at his disposal. Now through 
the medium of modern chemistry 
you can help reduce the impact of 
loss, and at.the same time prove to 
him the value of your agency. 


Removal of smoke odor after 
a fire will end a major part of your 
client’s discomfort. In many in- 
stances it will permit him to re- 
occupy his home or reopen his 
business immediately. In thou- 
sands of cases it has saved irre- 
placeable inventory and prevented 
loss of sales. 


Airkem Smoke Odor Service is 
the only international organization 
dedicated to the removal of smoke 
contamination. The techniques 
used by Airkem are proved by re- 
search in the world’s largest odor 


research laboratory and proved by 
saving millions in losses to smoke 
and odor contaminated property. 
Over 200 Airkem S.O.S. represen- 
tatives make odor removal service 
as convenient as your telephone. 


Help your client by recom- 
mending Airkem Service after a 
fire. You will reduce his loss and 
improve your loss ratio as well. 
Write for a directory of S.O.S. 
offices and information on how 
Airkem S.O.S. has helped agencies 
and their clients. For the Airkem 
representative nearest to you, look 
for the name Airkem in your tele- 
phone directory or write to Mr. 
R. C. Bliss, National S.0.S. Di- 
vision Manager. 


AIRKEM, INC. 
241 East 44th Street, New York 17, N. Y. 





a a» 
Soke Osor Service 


For Odor Emergencies Call Airkem S.O.S. 











“Service Beyond The Treaty” 


Intelligent Reinsurance Analysis 


FIRE + CASUALTY * TREATY * FACULTATIVE 
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Slawsby Advises 
Anti-Trust Counsel 


Archie M. Slawsby, Nashua, N.H., 
president of National Assn. of Insur- 
ance Agents, couched his address at a 
meeting of the Dallas association in 
the form of an open letter to Donald 
P. McHugh, counsel to the senate 
enti-trust subcommittee  investigat- 
ing insurance. 

Mr. Slawsby said he has every con- 
fidence that the investigation of rating 
will accomplish some good, if it is 
based on a desire to find facts and to 
clarify issues, and if it takes into con- 
sideration the past history of rate 
making and the unique position of 
the insurance business. He said that 
the method of handling the inquiry 
will have a great deal to do with 
whether or not public confidence in 
insurance will be shattered or main- 
tained. 


Nothing Like Insurance 


Mr. Slawsby said that assuming that 
insurance is like any other business, 
is a fallacy. Insurance is unique. Over 
a trial and error period of many years, 
the fundamental idea has developed 
that the pooling of experience in rate 
making is a far more accurate criteri- 
on than the experience of any one 
company. The rating laws of the vari- 
ous states generally recognize the right 
of independent companies to file rates 
for themselves or to file a deviation 
from the rates of a bureau of which 
they are members or subscribers. Such 
opportunity was thought to be in the 
public interest. 

Mr. Slawsby asked how far is inde- 
pendence of action consistent with 
the public interest and the solvency 
and the ability of these companies to 
fulfill their policy obligations? Rate 
making has never been an exact sci- 
ence because no one knows what 
forces will affect the future. 


Notes “Unbridled Competition” 


Unbridled competition has proved 
to be disastrous many times in the 
past, he continued. It leaves the way 
open for independent companies to 
engage in “loss leader” selling. It en- 
courages any company to enter a par- 
ticular field at little or no profit in 
order to skim off the best risks. Dis- 
astrous price competition would be in- 
vited if only judgment expense figures 
of a particular company were used. 

Mr. Slawsby believes independent 
filers should be carefully investigated 
by the subcommittee. If a company, or 
a large number of them, adopted the 
same tactics, the business would be in 
a chaotic condition. The companies 
would be charging different rates and 
there would be continuing pressure on 
every producer to drive his commis- 
sions lower and lower in order to re- 
duce prices. To ignore the history of 
the business, and to encourage irre- 
sponsible independent and deviation 
filings, would be to invite chaos once 
again. 


Agricultural Completes 
Anchor Casualty Deal 


Approximately 97% of Anchor Cas- 
ualty common stock and 81.3% of pre- 
ferred, has been deposited by stock- 
holders in connection with Agricultur- 
al’s exchange of stock offer. Agricul- 
tural therefore has acquired substan- 
tial control of Anchor Casualty. 


Reliance has elected John B. Prizer, 
vice-president and general counsel of 
the Pennsylvania Railraod, a director. 


June 5, 1959 


Dismiss Auto Rate 
Case In New York 


New York’s high court, the court of 
appeals, unanimously has _ dismisseq 
the appeal by the insurance superinten. 
dent (then Leffert Holz) from a de. 
cision of the appellate division which 
had held the department’s disapproval 
of an automobile liability rate increase 
was incorrect. The appellate court had 
sent the department’s filing back to 
it for appropriate action. 

The department, represented by As. 
sistant Attorney General Hirshowitz, 
avpealed the appellate court decision. 
But the high court dismissed the ap- 
peal on grounds that the rate increase 
granted by Superintendent Thomas 
Thacher in March, 1959, made the is- 
sues in the suit moot. National Bureau, 
represented by Watters & Donovan, 
and Mutual Insurance Rating Bureau, 
represented by Cleary, Gottlieb, 
Friendly & Hamilton, moved to dismiss, 


Mo. Legislature 
Adjourns, Few 


Insurance Bills 


JEFFERSON CITY—The 1959 Mis- 
souri general assembly has adjourned 
and apparently only three more insur- 
ance bills will go to Gov. Blair for 
signature. A number of insurance bills 
died in the senate insurance commit- 
tee. 

One of the measures passed would 
permit the issuance of homeowners 
coverages in a single policy. Another 
would prevent farm mutuals from 
issuing automobile coverages, and this 
bill, prior to final passage, was 
amended to eliminate a_ provision 
which would have required these com- 
panies to have 50% of their business 
on farm property. 

The third bill to get through is the 
fair trade practices act. 

Measures that died in the senate 
insurance committee include a series 
of measures to bring the reciprocals 
and foreign companies under the same 
supervisory regulations as stocks and 
mutuals. 


Texas Fire And EC 


Rate Formulas Set 


AUSTIN—Official orders approving 
formulas for adjusting fire and ex- 
tended coverage rates in Texas, to be- 
come effective July 1, were issued by 
the devartment last week. 

For fire the formula provides for to- 
tal expense provisions of 48.1% and 
permissible loss ratio of 51.9%. Items 
in the expense portion are: Total pro- 
duction, 30; general expense, 8.73; 
taxes, licenses and fees, 4.33, and profit 
and contingencies, 5. 


No Seacoist Adjustment 


Concurrently the department an- 
nounced there would be no adjust- 
ment in the seacoast EC rates and that 
the only classes excepted from the fire 
formula are the oil and railroad risks 
and risks written under the HPR rat- 
ing plan, for which expense allow- 
ances aggregate 40.1% and the per- 
missible loss ratio is 59.9%. 

The fire formula is to be applied to 
the latest five-year experience, with 
premiums adjusted to an earned basis 
at the current rate level. An experience 
of 10 years is to be used with EC. The 
order also includes a table of credibil- 
ity factors on premium volume, rang- 
ing from 100% for $1 million or more, 
to 75% for $500,000 and down to 35%, 
arranged in brackets of $50,000, for 
$100,000 in premiums. 
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Ill. Bureau To 
Adopt Expanded 
Coding System 


Illinois Bureau of Casualty Insurers 
at its annual meeting in Springfield 
elected L. A. Trunck, Western States 
Mutual of Freeport, president, C. C. 
Herrmann, Motor Vehicle Casualty of 
Elmhurst, 1st vice-president; W. P. 
Cooling, Consolidated of Indianapolis, 
and vice-president; Dale Fry, Employ- 
ers Mutual Casualty of Des Moines, 
secretary, and Lawrence Desmond, 
Union Auto Indemnity of Bloomington, 
treasurer. The organization has 28 
members and five subscribers. S. Alex- 
ander Bell is manager. 


Bring Rates Into Line 


Robert J. Icks, actuary, in his report 
commented that the Illinois depart- 
ment had continued the program of 
bringing automobile rates into line. 
An additional rate adjustment was 
made effective Jan. 23. Underwriting 
experience in 1958 showed consider- 
able improvement as compared with 
1957, although there is much more to 
be desired. The worst year in history 
was 1957 when the members showed 
an underwriting loss of about $3.5 
million. Last year the underwriting 
loss was $530,000, and medical pay- 
ments and physical damage coverages 
showed an underwriting gain to offset 
to some degree the liability losses. 

Mr. Icks said the outlook for 1958 
from an underwriting standpoint is not 
favorable. BI claim costs are contin- 
uing to rise, and the 1958 BI under- 
writing loss indicates that present rate 
levels, even though the 1957 loss was 
reduced, are inadequate. The PHD 
underwriting gain is all that kept the 
over-all situation from being “very 
critical.” 


Radical Auto Styling 


The compensatory profits in PHD 
are, however, likely to be reduced 
substantially in view of generally ris- 
ing costs and because of the radical 
styling of automobiles, Mr. Icks ob- 
served. 

Next Jan. 1 the bureau will adopt a 
new and expanded statistical system, 
which Mr. Icks said results from the 
need for additional substantiating data 
to keep pace with and anticipate the 
rest of the industry in its pattern of 
refinement of territorial and rating 
classifications; social pressures which 
are forcing insurance departments into 
stricter regulations, and the growing 
possibility of federal control of insur- 
ance. 


Department Deserves Credit 


The Illinois department, Mr. icks 
declared, deserves credit from the 
industry on the job it is doing to bring 
rates into line. “We needed desperately 
the increase they granted and will 
need more, but we must remember 
that each increase brings the public, 
via the press, down on them like a ton 
of bricks. Not only must they contend 
with the press but also political pres- 
sure from legislative groups. Each 
group demands reasons to justify the 
changes, and some of these people have 
an extensive knowledge of insurance 
and are able to ask very pointed 
questions. On top of this they have the 
O’Mahoney committee investigating to 
determine to what extent the federal 
government should intervene. With 
this situation we must accept the fact 
that regulations and_ substantiation 
requirements are going to become 
stricter.” 

The bureau, Mr. Icks explained, had 
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Seek Rehearing On 
Sovereign Immunity 
Upset In Illinois 


Board of education of Chicago has 
moved to obtain a rehearing of the 
Illinois supreme court case reported 
in last week’s issue which overturns 
the theory of sovereign immunity in a 
case involving a school district, Kane- 
land Community Unit District. 

The Chicago board of education has 
authorized Frank S. Schneberger, its 
attorney, to obtain the aid of the law 
firm of Kirkland, Ellis, Hodson, Chaf- 
fetz & Masters in seeking the rehear- 
ing. Mr. Schneberger points out that 
the court’s decision has inherently 
serious consequences for all school 
boards. The suits in Kane county alone 
total $21 million. 


Boards, Districts May Unite 


Mr. Schneberger indicated that Il- 
linois Assn. of School Boards and 
Illinois Assn. of Park Districts may 
unite in the effort to obtain a rehear- 
ing. 

One of the almost immediate reper- 
cussions to the Illinois supreme court 
ruling is two suits for $1 million each 
charging negligence against the forest 
preserve district at Chicago in Circuit 
court. There is also another suit for 
$1 million filed earlier as a test in Su- 
perior court against the forest preserve 
district, which heretofore was re- 
garded as immune to such damage ac- 
tions. 

In all three cases the plaintiffs al- 
legedly suffered paralysis of lower 
portions of their bodies after suffering 
neck fractures which they state were 
incurred while diving into one of the 
forest preserve district’s pools. 


Marquette Readies Canoe 
For 1,400 Mile Paddle 


Two men in a canoe will shove off 
from Chicago next week and begin 
paddling towards New Orleans in 
what they, and their sponsor, hope 
will be a duplication and a reminder 
of the explorations of the Illinois and 
Mississippi rivers by Father Jacques 
Marquette. 

The 1,400 mile trip, sponsored by 
Marquette-Metropolitan group, will 
take some two months to complete. 





difficulty in obtaining its rate change 
of January, 1959, and many of the 
independent filers had even more dif- 
ficulty. In the light of these develop- 
ments, the bureau directors felt they 
had no alternative but to adopt an 
expansive statistical system. 

In his report on legislation, Charles 
Robinson of the law firm of Meyers 
& Matthias, bureau counsel, remarked 
that much current proposed legislation 
is not beneficial to either the public 
or the insurers. It was born, he said, in 
an atmosphere of political expediency 
in an attempt to force the commis- 
sioners to act upon a public clamor 
for lower rates rather than to use 
their own judgment within the stand- 
ards prescribed in the statute for rate 
making. 

The auto insurance business is be- 
coming the whipping post of the public 
which seemingly demands more in- 
surance for less money and recovery 
for all regardless of fault, Mr. Robinson 
said. “Unless a moderate course is 
adopted, the end result may well be 
an abandonment of the system. of 
automobile insurance as we know i‘ 
and the substitution of a system of 
compensaticn for automobile accident 
victims 
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INSURANCE PROTECTION 


THAT’S MODERN 
stands still 


Even where time 





The floating bowl gradually fills and sinks. Then another ball is 
moved and the gong struck to signal the passing of another hour 
in this distant land. 

Progress may be slow, conditions primitive and laws strange 
in many parts of the world, but overseas insurance through 
AFIA is always modern and dependable. 

Throughout the free world AFIA provides every type of insur- 
ance—except life. Through its 650 offices abroad AFIA keeps 
well informed about conditions abroad—makes sure protection 
conforms to foreign laws and insurance requirements. 


| June 28-July 1, 





| Sevt. 10-11. 


| Sept. 13-15, Oregon agents, annual, 


Conventions 


June 7-9, Georgia mutual agents, annual, King 


and Prince Hotel, St. Simons. 

June 7-9, Tennessee and Kentucky Mutual 
agents (combined), annual, Andrew Jackson 
Hotel, Nashville. 

June 8-10, Southeastern Underwriters Assn., 
annual, Homestead, Hot Springs, Va. 

June 8-12, NAIC, annual, Statler Hotel, Bos- 
ton. 

June 11-13, Mississippi agents, annual, Edge- 
water Gulf Hotel, Edgewater Park. 

June 11-13, Carolinas mutual agents, annual, 
Grove Park Inn, Asheville, N. C. 


| June 14-17, Conference of Mutual Casualty 


Companies, management conference, Ant- 
lers Hotel, Colorado Springs, Colorado. 


| June 14-18, International Assn. of A&H Un- 


derwriters, annual, 
French Lick, Ind. 


June 15-17, Michigan Capital Stock Ins. Assn., 
Michigan Blue Goose, Michigan Fire Preven- 
tion Assn., annual, Gratiot Inn, Port Huron, 
Mich. 

June 15-18. National Assn. of Insurance Wom- 
en, annual, Hotel Robert Meyer, Jackson- 
ville, Fla. 

June 17-18, Illinois farm agents, annual, Jeffer- 
son Hotel, Peoria. 


French Lick-Sheraton, 


| June 17-19. Maryland agents, midyear, Com- 


mander Hotel. Ocean City. 

June 17-21, National Assn. of Public Adjusters, 
annual, Concord Hotel, Kiamesha Lake, N. Y. 

June 18-19, Delaware agents, annual, Rehoboth 
Beach Country Club, Rehoboth Beach. 

June 18-19, Wisconsin mutual agents, annual, 
Schwartz Hotel, Elkhart Lake. 

June 21-24, Insurance Advertising Conference, 
annual, Williamsburg Inn, Williamsburg, Va. 

Consumer Credit Insurance 
Assn., annual, Desert Inn, Las Vegas. 

June 30-July 2, International Assn. of Insur- 
ance Counsel, annual, Banff Springs Hotel, 
Banff, Alberta, Canada. 

August 2-7, Honorable Order of the Blue 
Goose, International, annual, Statler Hotel, 
Los Angeles. 

August 6-8, Alaska agents, annual, Ketchikan. 

August 9-12, West Virginia agents, annual, 
Greenbrier, White Sulphur Springs. 

August 13-15, Texas mutual agents, annual, 
Statler-Hilton Hotel, Dallas. 


August 19-22, Federation of Insurance Counsel, 
annual, Fontainebleau Hotel, Miami Beach. 
Aug. 20-22, Montana agents, annual, East 

Glacier Hotel, Glacier Park. 

August 24-25, South Dakota agents, annual, 
Sheraton-Johnson Hotel, Rapid City. 

Aug. 31-Sept. 2, International Federation of 
Commercial Travelers Insurance Organiza- 
tions, annual, Broadmoor Hotel, Colorado 
Springs. 

Sept. 9-11, Washington agents, annual, Daven- 
port Hotel, Spokane. 

Sept. 10-11, Conference of Mutual Casualty 
Companies, sales & agency conference, Con- 
rad Hilton Hotel. Chicago. 

M'nnesota agents, annual, Hotel 

Duluth, Duluth. 


| Sept. 12-14, Pennsylvania agents, annual, Bed- 


ford Springs Hotel, Bedford. 


Marion 
Hotel, Sa lem 

Sept. 13-16, Idaho agents, annual, Sun Valley 
Lodge, Sun Valley. 


Sept. 14-15, New Jersey agents, annual, Tray- 


more Hotel, Atlantic City. 
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Useful to you 
and your clients... 


M** BROKERS and agents use our 
brochure, “Appraisal Procedure,” 
in discussions with their clients. It ex- 
plains the step-by-step procedure fol- 
lowed in authoritative appraisals of 
industrial, commercial and institutional 
properties. 

“Appraisal Procedure” also answers 
the many and frequent questions about 
appraisals your clients may have. 

Our booklet, “What The Businessman 
Should Know About Fire Insurance” 
(100 pages of valuable information) 
will also be appreciated by your clients. 

A supply of these brochures and 
booklets is available to you without 
cost or obligation. Write Dept. NU. 


THE LLOYD-THOMAS co. 
Recognized Appraisal Authorities 
4411 Ravenswood Ave., Chicago 40, Ill. 
Offices Coast to Coast. 

First for Factual Appraisals Since 1910 
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QUEENS VILLAGE 29, NEW YORK 
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Sept. 15-18, Mutual Loss Managers’ Conference, 
annual, Edgewater Beach Hotel, Chicago. 


Sept. 16-18, Society of CPCU, annual, Ambas- 
sador Hotel, Los Angeles. 


Sept. 17-19, American Mutual Insurance Al- 
liance Forum, Schroeder Hotel, Milwaukee. 


Sept. 17-19, New Mexico agents, annual, West- 
| ern Skies Hotel, Albuquerque. 
| Sept. 20-22, West Virginia mutual agents, an- 


| mual, Daniel Boone Hotel, Charleston. SPECIAL RISKS—SURPLUS LINES 
Sept. 21-23, National Assn. of Insurance 


~ , REINSURANCE 
Agents, annual, Conrad Hilton Hotel, Chi- . 
cago. 1231 Ste. Catherine St., West 


Sept. 24-25, Oklahoma mutual agents, fall con- Montreal, Canada 
vention, Biltmore Hotel, Oklahoma City. 


Sept. 27-30, International Claim Assn., annual, 


Americana Hotel, Miami Beach. BOWLES, ANDREWS & TOWNE, Inc. 
New York 38, New York be ACTUARIES 
arta ene oe MANAGEMENT CONSULTANTS 


Oct. 4-5, Vermont agents, annual, 
Manchester. LIFE—-FIRE—-CASUALTY 


First National Bank Building 


To safeguard your clients’ overseas interests with insurance 
Tulsa 3, Okla. 





that is sound, strong and sure, consu!t with AFIA’s nearest office. 





TRANS-CANADA ASSURANCE 
AGENCIES, INC. 


LLOYD'S CORRESPONDENTS 
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161 William Street e 


CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois Equinox, 


























TPAEEDS OOPEGE ... sce ase 0% 400 Vaughn Building, 1712 Commerce Street, Dallas tee Cut. 44, Mammen counts, ensued, Town Ree, EMPLOYEE BENEFIT PLANS 
LOS ANGELES OFFICE. .......+-.- 3277 Wilshire Boulevard, Los Angeles 5, California Kansas City. RICHMOND ATLANTA NEW YORK 
SC ° di i iforni Oct. 4-7, National Assn. of Casualty & Surety PORTLAND DALLAS 
SAN FRANCISCO OFFICE. .Russ Building, 235 Montgomery Street, San Benaciaco 4, California celine amd teneien Mame ak tee 
WASHINGTON OFFICE... . Woodward Building, 733 15th Street N. W., Washington 5, D. C. & Surety Agents - ae annual meets 
Greenbrier, White Sulphur Springs, . Va. 
Oct. 7-9, Western Loss Assn., annual, Lake CONSULTANTS 
An. association of leading American capital stock fire, marine, casualty and Lawn Hotel, Lake Delavan, Wis. IN MARKETING AND MANAGEMENT 
surety insurance companies providing insurance protection in foreign lands SS agents, annual, Schroeder FOR THE INSURANCE BUSINESS 
Oct. 11-13, Ohio agents, annual, Sheraton Frank LANG ASSOCIATES 
Gibson Hotel, Cincinnati. ONE NORTH LASALLE ST. 521 FIFTH AVENUE 


Oct. 11-13, Tennessee agents, annual. Andrew 
Johnson Hotel, Knoxville. 

Oct. 11-14, Conference of Mutual Casualty 
Companies, annual, Baker and Adolphus 
Hotels, Dallas. 


CHICAGO 2, ILLINOIS NEW YORK 17, N.Y. 








CONFIDENTIAL NEGOTIATIONS 
FOR SALE OF 
INSURANCE COMPANIES 
RALPH F. COLTON 


30 N. LaSalle St. Chicago 2, lil. 
Financial 6-9792 


Oct. 11-14, National Assn. of Mutual Insur- 
ance Companies, annual, Baker and Adolph- 
us Hotels, Dallas. 

Oct. 15-16, Nebraska agents, annual, 
House, Omaha. 

Oct. 18-20, Maryland agents, annual, Emerson 
Hotel, Baltimore. 


Town 
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Our very best wishes to the members and stajf of the 


NATIONAL ASSOCIATION OF INSURANCE WOMEN 


for an outstanding convention at the 


ROBERT MEYER HOTEL 


Jacksonville, Fla. 
JUNE 15-18 


We extend to you and your friends a most cordial invitation to visit our suite at 
the Robert Meyer. It will be a privilege and pleasure for us if we can in any 


way make your convention more enjoyable and profitable to you. 





GREENVILLE, SOUTH CAROLINA 








Your Most Dependable Market For 


All Kinds Of Insurance On 
TRUCKS MOTORCYCLES 


TAXICABS BUSES 
SPECIAL AUTOMOBILE RISKS 
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Regional Insurance Conference is a 
successor to IEA and replied that he 
did not think IRIC the real successor 
of IEA. Sen. O’Mahoney said it had 
been so represented to the subcommit- 
tee. 

Sen. Wiley presented the first varia- 
tion in the pattern of questioning 
that has appeared during the hearings. 
The questions of Sen. O’Mahoney and 
Mr. McHugh consistently sought to 
elicit or supplement testimony that the 
fire rating bureaus and the companies 
that govern them have delayed, ob- 
structed and opposed independent ac- 
tion of all kinds by deviators and in- 
dependents. However, Sen. Wiley ques- 
tioned Mr. Diemand closely and sev- 
eral times on the possibility that op- 
position of bureaus and bureau in- 
surers might represent an honest dif- 
ference of opinion about rates and 
rating between them and companies 
like North America. 

Mr. Diemand and Mr. Epes recom- 
mended that freedom to compete be 
spelled out more specifically in the 
McCarran act. Both strongly favor 
state regulation, as does Mr. Lemmon. 

NAII, Mr. Lemmon said, favors com- 
petition and independent action but 
does not oppose the principle of co- 
operative action, including rate making. 
For some types of insurance, such as 
workmen’s compensation, there is no 
other workable means of establishing 
rates, he said. Companies should be 
able to cooperate on rates, policy forms 
or practices under adequate regula- 
tion—so long as no company is com- 
pelled to join in such cooperative ac- 
tion against its will, and so long as 
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administrative and legislative require- 
ments do not set up the products of 
cooperative action as a_ yardstick 
against which independent action must 
be measured. 

Henry S. Moser, senior vice-presi- 
dent of Allstate, after describing some 
of the difficulties his company has 
had with fire filings, urged continua- 
tion of state regulation as reflected in 
Mr. Lemmon’s presentation. 

“There is strong evidence that, be- 
ginning with National Board, a well 
organized and widespread effort is be- 
ing exerted to effect certain controls,” 
C. W. Leftwich, vice-president of Na- 
tionwide Mutual group in charge of 
product development and _ pricing, 


told the subcommittee. The rating 
bureaus, plus advisory, actuarial or 


underwriters associations with juris- 
dictions over as many as 20 state bur- 
eaus, and the board form a combina- 
tion of power which can force hearings 
and long litigation which make it im- 
possible for all but the largest com- 
panies to try new methods of provid- 
ing insurance services, he declared. 
Adopted New Rules 

In Ohio, he said, while the compa- 
ny was objecting to assessment of 
homeowners premiums by the rating 
bureau, the bureau board of gover- 
nors adopted new rules applicable to 
multiple peril insurance of subscribers 
and partial subscribers. Within weeks, 
nearly all the bureaus in states under 
Western Underwriters Assn. jurisdic- 
tion adopted the same rules. National 
Board for years has advocated a uni- 
versal rating plan for fire. In several 
instances it successfully has urged 
NAIC to adopt rules and statistical 
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plans paving the way for such a plan. 
But, he said, development of the HO 
with indivisible rating presents a big 
threat to this program. 


Bureaus Serve A Purpose 


However, Mr. Leftwich said he did 
not want to see voluntary rating bur- 
eaus eliminated. They serve a defi- 
nite purpose. But they should not 
frustrate companies that want to 
make independent filings. 

In addition to insurance representa- 
tives, two city officials discussed 
municipal fire rates and the way they 
are determined. They were Ross Mill- 
er, city manager of Modesto, Cal., and 
Arthur Saltzstein, administrative 
secretary to Mayor Zeidler of Milwau- 
kee. Both discussed the situation on 
behalf of American Municipal Assn. 

After Mr. Epes’ appearance, Sen. 
O’Mahoney said his committee intends 
to make certain that every segment 
of the insurance industry is to be giv- 
en the opportunity to be heard. Those 
who defend rate bureau membership 
and rates will be given an opportun- 
ity to appear. There will be no attempt 
to prevent expression of views from 
every possible source, he declared. At 
another point, he said it will be up to 
the bureaus to defend their practices. 


Questions Vestal Lemmon 


Sen. O’Mahoney asked Mr. Lemmon 
to submit a memorandum to indicate 
that price competition is “the only 
effective competition” in the interest 
of the public. The Texas mandatory 
uniform rate law has not prevented 
insolvencies of insurers there, Mr. 
Lemmon said. Doesn’t a state law re- 
quiring uniformity of rates constitute 
coercion, Sen. O’Mahoney asked. Mr. 
Lemmon replied that he is not a lawyer 
and doesn’t know. 

Sen. O’Mahoney also asked Mr. Lem- 
mon for a summary statement show- 
ing the financial condition of NAITI 
companies. 

In reply to a question by Mr. Mc- 
Hugh, Mr. Moser said Allstate con- 
sistently has made a profit on all 
types of insurance, except during the 
last few years, when many other in- 
surers also sustained losses. Allstate’s 
losses were much lower than those of 
other insurers. 

Mr. Diemand said he had long criti- 
cized the fire business because it had 
stagnated through too much self-im- 
posed control. Mr. McHugh asked him 
about this statement. Mr. Diemand re- 
plied that the control was absolute 
with the bureaus and control was 
exercised by company organizations 
on top of that. 
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Fire Rating Problems Get Top Billing In O’Mahoney Hearings 


(CONTINUED FROM PAGE 1) 


Reviewing the commerce. decision 
and subsequent moratorium, Mr. Die. 
mand observed that “the thought 
furthest from the mind of Congress 
was that the anti-competitive abuses 
charged in the Southeastern Under. 
writers Assn. case should be continued 
under the protection of state laws” 
But have they continued, Mr. McHugh 
asked. To a large extent, he replied. 


Actuarial Assistance For NAIC 


Sen. O’Mahoney wanted to know if 
National Assn. of Insurance Commis- 
sioners had special actuarial assis- 
tance in drafting the all-industry rate 
bills. Mr. Diemand said he assumed 
so. How much did the companies 
help, Sen. O’Mahoney asked. The all- 
industry committee had on it compa- 
ny representatives. Were the bills pri- 
marily in the public interest? Mr. Die- 
mand said he assumed so at the time 
but after the bills became effective 
North America ran into difficulties, 
The old passion for control persisted. 

Drafters of the model law made it 
plain, he said, that they considered it 
a Congressional mandate to preserve 
competitive opportunity. They in- 
cluded numerous provisions designed 
to guarantee that objective. He as- 
sumed there would be no difficulty in 
introducing broader and simpler cov- 
erages, lower rates based on demon- 
strated savings in expense and other 
improvements such as installment pay- 
ment of premiums. But rate bureaus 
and trade associations continued to 
seek by majority rule to prevent North 


America from exercising its legal 

rights. 

Company Began Withdrawal 
Consequently, the company began 


its withdrawal from associations and 
bureaus. But this only accelerated op- 
position of member companies. They 
and agent associations bitterly op- 
posed the installment payment plan 
and waged a five year battle to stop 
it, he declared. 

Sen. O’Mahoney said they opposed 
multiple line laws also. How did they 
exhibit that opposition, by company or 
bureaus? By company, Mr. Diemand 
replied. He had with him a memo on 
the subject by IEA. Assn. of Casualty 
& Surety Companies’ executives op- 
posed. Is opposition still being ex- 
pressed to multiple line? Yes. Has 
North America lost any business as 
a result? No, Mr. Diemand said, be- 
cause it is offering lower rates, better 
coverages. Have other companies prof- 
ited by an independent course? Yes. 
Are rating bureaus and their com- 
panies resisting independent action? 
Yes, they want uniformity. How do 
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they express opposition? A bureau 
votes against a proposal and North 
America has to go to court. 


Small Insurers Can’t Fight 


“Is it possible for other companies 
to follow the same course as you,” 
Sen. O’Mahoney asked. Not unless they 
have ample resources and an adequate 
staff, he replied. “A small company 
couldn’t stand up to this kind of op- 
position for the same time we have.” 

In response to a question by Sen. 
Wiley, Mr. Diemand said that compa- 
nies with good management and low- 
er expense can sell for less and 
should do so. 

“Suppose you had a serious con- 
flagration. Does your experience prove 
the rate is equitable to the company 
as well as the public?” 

“Yes,” Mr. Diemand said. “We be- 
lieve that our rates are actuarially 


sound.” 

“Should other companies use your 
rates?” 

“They can use what rates they 
want to,” Mr. Diemand replied. “We 


just want to exercise our own rate 
indications.” 

There is no danger that North Amer- 
ica’s rates are so low as to prejudice 
the rights of the public, Sen. Wiley 
asked. No, sir, Mr. Diemand said. He 
added that the company had been sell- 
ing homeowners since 1950, with a 
20 to 25% package saving, and that 
the company has made money. 

Sen. Kefauver wanted to know what 
percentage effect insurance has on the 
cost of living index. Mr. Diemand 
said he could find out. He noted that 
total premiums are estimated at $30 
billion a year, which is 8% of national 
income. 

The fight against the installment 
premium plan, between 1946 and 
1953, resulted in hearings in 13 states, 
three or four in some of them and 
five in North Carolina. In five states 
litigation followed administrative hear- 
ings. But despite “this program of 
harrassment IPE eventually was found 
to be sound” and was adopted by vir- 
tually all companies, Mr. Diemand 
said. 


Excoriates Marine Definition 


The inland marine definition Mr. 
Diemand characterized as “a private 
mechanism for restricting the exercise 
of legal rights conferred by state 
statutes upon individual insurers.” It 
may, he said, prevent a company from 
writing a coverage authorized in its 
charter. Does the joint committee on 
interpretation and complaint operate 
under the authority of any federal or 
state law, Mr. McHugh wanted to 
know. None, whatsoever, Mr. Die- 
mand said. 

North America, he indicated, was 
willing to operate under state laws 
but was not going to have its rights 
mitigated by the voting power of com- 
peting companies. It was that position 
which resulted in suit against Pacific 
Board which the Arizona supreme 
court in 1958 decided in favor of 
North America. 

More recently, he added, bureau 
representatives have urged rules 
which would restrict statutory rights 
to file multiple line package policies 
independently of rating bureaus. 

“The bureaus,” he said, “under the 
domination of a clique of large com- 
panies, are unable to rid themselves 
of the notion that they have the 
authority to control the exercise of 
initiative by individual companies, 
even though such companies are act- 
ing clearly within their statutory 
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rights.” It was at this point that he 
listed the “clique of large companies,” 
when asked by Sen. O’Mahoney for 
their names. 

Might not a difference over rates be 
explained by an honest difference of 
opinion about the facts, Sen. Wiley 
asked. Aren’t rates often a matter of 
judgment? 

Mr. Diemand said yes, there are dif- 
ferences of opinion. But he added that 
after Sen. Wiley saw the record of 
North America’s applications for de- 
viations and independent filings, he 
could see for himself whether compa- 
nies had attempted to exercise domin- 
ation. 

In 1950 North America and a num- 
ber of other insurers withdrew 
their subscription to the marine agree- 
ment and definition. They opposed 
the definition to the extent that it in- 
hibited insurers from exercising their 
charter and other legal powers. As a 
result of these objections, Mr. Die- 
mand testified, the preamble to the 
definition was amended in 1953, to 
add a clause stating that the defini- 


tion should not be construed to limit 
the exercise of insuring powers un- 
der charters. Yet, he said, the purpose 
of the combination of companies who 
instigated the amended definition and 
formed the new committee (1953) ap- 
parently continued to be that of re- 
stricting the exercise of underwriting 
powers by individual companies. 


Package Policies Available 


The multiple line laws have made 
package policies available as multiple 
line coverage. But that move has 
been vigorously opposed by fire rating 
bureaus and the opposition continues 
up to this day, he declared. 

Withdrawal from bureaus and: trade 
organizations enabled North America 
to experiment and in 1950 it brought 
out homeowners, the progenitor of 
the package policy in the U. S. Many 
packages since have been introduced 
for mercantile stocks, motels, funeral 
directors, and others. More are on the 
way. 

“The innovation of package insur- 
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ance,” Mr. Diemand declared, “is one 
of the most significant contributions 
to the business of insurance ever made 
in this country. It has done more to 
foster competition than any other sin- 
gle factor in the history of the busi- 
ness and has been enthusiastically re- 
ceived by the public.” 

In 1953, North America, in an ef- 
fort to get away from the deviation 


machinery, withdrew certain classes 
from rating organizations and filed 
those rates independently. Bureaus 


opposed these filings in many states, 
chiefly New York, where New York 
Fire Insurance Rating Organization 
still is contesting in the courts the 
company’s independent dwelling rates 
approved by the insurance depart- 
ment in 1954. 


Has Been Principle Target 


North America has been the prin- 
cipal target for an incredible cam- 
paign of opposition, he declared. This 
opposition has been expensive to re- 
sist and has deprived the group of 

(CONTINUED ON PAGE 28) 
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Hyde To Retire As 
ADT’s PR Manager; 
Catfrey To Succeed 


R. K. Hyde, manager of advertising 
and publicity of American District Tele- 
graph Co. and editor of the ADT 
Transmitter, will retire July 1 after 
38 years with the organization. 

J. J. Caffrey, manager of sales pro- 
motion, has been named manager of 
sales promotion and advertising. 

Mr. Hyde joined ADT in 1921 as a 
sales engineer. He was assigned to 


New Haven for a short time and then 
served in Boston until 1926, when he 
was transferred to the executive sales 
division in New York. 

In need of printed material to sup- 
port his sales efforts, he undertook 
the preparation of various pieces of 
advertising and sales promotion mat- 
ter. In 1929 he became editor of the 
newly created ADT Transmitter. Five 
years later he was made advertising 
manager. 

Mr. Caffrey joined the ADT sales 
department in 1951. He has been man- 
ager of saJes since 1956. 
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Agent's Enthusiasm 
Must Be Contagious 
To Succeed In Selling 


A formula for success in dealing 
with the undecided or reluctant in- 
surance prospect was outlined by M. 
B. Cox, manager of the Ed D. Smith 
& Sons general agency of Aetna Cas- 
ualty at Salt Lake City, to the 176th 
graduating class of Aetna Casualty’s 
sales course in Hartford. Mr. Cox led 
his class when he attended the course 
in 1951. 
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This month America Fore 
Loyalty’s advertising features 
TRIP TIPS—a popular booklet de- 
signed to help motorists plan carefree 


vacations. 


With nearly two million copies already in 
circulation TRIP TIPS continues to contribute 
to the cause of highway safety by offering 
valuable hints on safe driving. It also 
carries an important message about 
insurance and the services available 
through America Fore Loyalty 
agents. 
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Enthusiasm, generated by know. 
ledge of product and self-confidence 
is one of the agent’s key assets, he 
said. “If I have proposed a specific 
insurance plan and have failed to 
persuade the prospect to act upon 
recommendations, I usually find that 
my failure was caused by lack of in. 
formation about the prospect’s prob. 
lems or lack of preparation on the 
contract conditions.” 

Either lack reduces the agent’s ep. 
thusiasm below the contagious point 
and makes it difficult to present facts 
about the policy in such a way that 
the prospect can understand the neeq 
for the coverage, he said. 

Schooling gives the agent the facts 
about his product, but getting the 
facts about prospective insured must 
be done individually. 

The class was led by A. Harris 
Walker of Lincoln, Ill. Other blue 
ribbons for high scholastic standing 
went to Don R. Britton of Solon, 0, 
William R. Gladwin of Hopkins, Minn.; 
John P. Larkin of Ottumwa, Ia, 
James F. Cartwright of Youngstown, 
and Harlow A. Kane of Brookfield, 
Mo. 

Gold ribbons for demonstrating out- 
standing insurance sales _ techniques 
went to Messrs. Walker and Larkin, 


,and to William L. Carlisle of Long 


Branch, N. J.; Eugene M. Couti- 
ette of Woonsocket, R.I., and Robert 
B. Clarke of Portland, Ore. 


Ky. Casualty & Surety Men 
Elect Abbott President 


Kentucky Casualty & Surety Man- 
agers’ Assn. has elected W. W. Abbott, 
Ohio Casualty, president. M. O. Diggs, 
U.S.F.&G., and Curtis Tarter, Home 
Indemnity, are vice-presidents, Rob- 
ert W. Schmitt, Fireman’s Fund, sec- 
retary, and E. C. Schoumacher, Mary- 
land Casualty, treasurer. 


Standard Accident Transfers Two 

Standard Accident has transferred 
Walter S. Peton, safety engineer at 
Detroit, to Philadelphia, and G. Paul 
Rancour, safety engineer at Cleveland, 
to Detroit. Mr. Peton went with the 
company in 1958. He was with Zurich 
previously. Mr. Rancour was with 
American and Indemnity of North 
America before joining Standard 
Accident in 1957. 


Alaska Insurance Women Elect 
Insurance Women’s Club of An- 
chorage has elected Frances Hansen 
president. Other officers are Mrs. Alice 
Stewart, vice-president; Mrs. Mary 
Ribelin, treasurer, Mrs. Pat Bijore, 
recording secretary, and Mrs. Wilma 
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$300 Enough Dwelling Coverage? 
Agent Inspects Risk To Find Out 


Recently in South Dakota a general 
agent received a binder on a risk with 
values so small that it was returned 
with a letter asking for an explana- 
tion. Many companies today are ques- 
tioning small amounts of cover, for 
fear the amount is inadequate. The 
following letter was written by the 
agent in response to the request for 
more information (t}e name of in- 
sured has been changeu): 

Today I took time out to go down 
to the Jones’ mansion, with a yard- 
stick, pencil and paper, in order to 
get a true picture of the dwelling and 
send it on to you. My wife is giving 
me a rough time, telling me she thinks 
that I have the Jones’ mansion over- 
insured. But I think the coverage is 
about right. 

The dwelling on which we are ask- 
ing for $300 coverage is eight feet 
wide, 18 feet long, and six feet high, 
inside dimensions. There are no parti- 
tions—you can do your’ mecrning 
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chores without going into a cold out- 
door cottage. In this mansion insured 
has the following: 

One single bed with mattress and 
springs. Add a pillow and a few cov- 
ers. One Frigidaire; one TV set; an 
electric, two hole hot plate for cooking; 
dishes for at least three, as he doesn’t 
like to do dishes after each meal. A 
dish pan hangs on the wall near the 
big arm chair, in which insured sits to 
watch the good programs on Channel 
19. 


There is a closet in the corner near 
the bed in which he keeps his Sunday | 


suit, so that he can attend scrvices in 
the Baptist church each Suncay mun- 
ing. I believe he nas two suits, a win- 
ter one and a summer one. You know, 
one must dress according to the sea- 
son. Also in the closet are underwear, 
socks, hats, caps, coats, overshoes, rub- 
bers, shoes, and the like. 


Anxious To Keep Insurance 


He heats the mansion with a cir- 
culating oil heater—no messy ashes to 
clean up. George is a great lover of 
flowers so in each of the eight win- 
dows in the dwelling are many plants. 
On the wall are pictures, some in 
color, of the flowers he has raised, 
some eight leaf clovers, and _ such. 

Perhaps $525 is a little steep for the 
contents, but I’ll leave that to you. 

The work shop is 8x18x8—no parti- 
tions, no heating plant. In the shop are 
stored his electric tools, such as saw, 
planer, etc., along with garden tools 
and some lumber, used to build fences 
for the flowers. The shop is of tin, 
stucco and frame, and $300 seems 
about right for that, plus $200 on the 
contents. 

On a separate letterhead I have 
drawn a picture of this man’s house, 
shop and grounds. I hope this explains 
the real value of this risk. He is anx- 
ious to keep the insurance in force, as 
this is about all he has except another 
little place in town and an old Chevro- 
let coupe. 

Thank you again for your time. 


S. C. Puneet UM Bill 


The South Carolina legislature has 
passed and sent to the governor an 
uninsured motorist bill, including pro- 
visions of the Virginia plan. A clause 
providing this protection will be in- 
cluded in all policies on and after 
Jan. 1, 1961. Under the new measure, 


limits are raised from 5/10/5 to 
10/20/5. 
On and after Jan. 1, 1960, insurers 


will be required to offer uninsured 
motorists coverage on an optional ba- 
sis. Beginning Nov. 1, 1960, uninsured 
drivers will pay $15 into a fund which 
will be parceled out to insurers to 
finance the added protection. 

Uninsured drivers will be required 
to carry liability coverage for five 
years following conviction for speed- 
ing, reckless driving or other major 
moving violations, or face loss of li- 
cense. The measure also includes pro- 
vision for reciprocity with other 
states, a 90-day non-cancellation peri- 
od for non-payment of premiums, and 
uniform assigned risk rates. 


North Carolina has a bill that defines 
a motor vehicle warranty, other than 
one issued without charge solely by the 
manufacturer or seller, as a contract 
of insurance. This includes warranties 
guaranteeing indemnities for defective 
parts, mechanical breakdown and labor. 
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AS CLOSE AS THE NEAREST MAILBOX 


When your clients need Administrator or Executor bonds, 
they need them in a hurry. Royal-Globe’s post card appli- 
cation is now good for bonds up to $50,000, without appli- 
cant’s signature. 

This is just one sales item in Royal- 
Globe’s completely streamlined bond 
service. Another sales advantage is 
the brand-new “Attorney’s Kit” 
with applications, memo pad and 
other useful information. 

Call your Royal-Globe bond special 
representative today for complete 
information on our new bond ser- 
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Expansion Is Password 
At Allstate—Branch 
Tells Goals For 1959 


President Judson B. Branch of All- 
state, commenting on 1958 results and 
the outlook for 1959 in a special issue 
of the employe magazine, Allstate Aim, 
says: 

“Auto insurance is, and always will 
be, a very important part of our busi- 
ness. But suppose we have an auto 
policyholder on the books. He likes 
our values; he’s impressed by our serv- 
ice to policyholders. Why shouldn’t we 
provide the rest of his personal insur- 
ance program? You know the answer 
as well as I do. We should. Eventually, 
we'll be offering our customers, both 
individuals and businesses, just about 
every kind of insurance protection 
there is. Multiple line gives us a chance 
to serve our customers better, give 
them one-stop service with one agent 
and one company. Product diversifi- 
cation means opportunity. Opportuni- 
ties for more income for agents and all 
employes, opportunities for more 
growth for individuals and company. 

Special attention will be given in 
1959, Mr. Branch states, to “renewal 
sales.” 

“Not only do renewal customers pro- 
vide most of our profits, but it’s plain 
good business sense to want to hold 
on to a customer once we’ve got him. 
The key to holding onto customers is 
to give them such good service that 
they will pay no heed to the bland- 
ishments of our competition. Personal 
attention, courtesy and prompt atten- 
tion to every request should go a long 
way towards convincing our policy- 
holders that at Allstate, the customer 
is truly king.” 

Mr. Branch said he expects 1959 to 
be “a very good year,” with new car 
sales and new housing starts on the in- 
crease. Personal income is up, and he 
predicts the year to show an improve- 
ment on the 4.2% underwriting profit 
Allstate racked up in 1959. 


Miss. Ramu Card Set 


Mississippi Assn. of Insurance 
Agents will hold its annual convention 
at Edgewater Gulf Hotel, Edgewater 
Park, Miss., June 11-13. Speakers in- 
clude Commissioner Davis; William E. 
Booth, vice-president of Cherokee; 
Archie M. Slawsby, Nashua, N. H., 
president of NAIA; Amos Redding, 
secretary of Aetna Casualty, and B. J. 
Daenzer, president of Wohlreich & 
Anderson, New York. 


American Fidelity Names 
Four To Home Office Staff 


American Fidelity & Casualty has 
appointed L. P. Miller acting general 
claims counsel. William J. Qualls has 
been named chief of the company’s 
legal staff, Matthews Brown chief 
underwriter, and Clifford B. Johnson 
assistant chief underwriter. 
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N. Y. Brokers Blast 
Commission Reduction, 
Eye Possible Refunds 


Greater New York Insurance Bro. 
kers’ Assn. has asked Superintendent 
Thacher to determine whether mem. 
ber companies of National Automobile 
Underwriters Assn. acted in concert 
in reducing commissions on automo- 
bile PHD damage coverage. 

The association pointed out to the 
superintendent that an NAUA filing 
approved in the fall of 1958 was ac. 
companied by a letter which stated: 
“We also amended the method of cal. 
culating the needed premium revenue 
by reducing the provision contained jn 
the formula of 25% for acquisition 
cost and applying a factor of 20%. 
This was done following action taken 
by the entire membership at its annv- 
al meeting on May 21, 1958.” 

According to the association, after 
the approval of this filing, all of the 
member companies then reduced the 
commissions paid to producers by five 
points. The association sent the super- 
intendent photostatic copies of letters 
from companies, proclaiming a unilat- 
eral reduction of automobile PHD 
commissions. 

The association’s letter to Mr, 
Thacher asked: “If the law has been 
violated, would it be in the public 
interest, since all of the member com- 
panies of the association are licensees 
of your department, to direct them to 
make refunds to the producers af- 
fected?” 


Conn. Dwelling, Contents 


Rates Hiked By Homeowners 


New England Fire Insurance Rating 
Assn. has increased rates for dwelling 
and contents fire policies in Connecti- 
cut. Contents rates are increased ap- 
proximately 30%, dwelling and con- 
tents rates 17%, and dwelling rates 
16%. 

According to the Connecticut de- 
partment, the increase was _neces- 
sary because of the increasing volume 
of homeowners sold in the state, which 
has had the effect of siphoning off 
the cream of the dwelling and con- 
tents fire business. The department 
pointed out that during the years 1952- 
55, $7,750,000 in homeowners. was 
written, in 1956 alone $6,700,000 was 
written, and in 1957, $8,900,000. 


Raises Fla. Auto Rates 

Mutual Insurance Rating Bureau 
has increased BI & PDL rates in 
Florida 17.9% for private passenger 
cars, 11.5% for commercial cars, and 
2.2% for division 1 garage risks. 


Joe B. Hunt Gets Kudos 

The Oklahoma ‘senate on May 21 
adopted a resolution commending Com- 
missioner Hunt for his “great services” 
in his efforts to collect back premium 
taxes owed the state by a number of 
foreign insurers. 
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Public Wants Price, 
Not Service, Fla. 
Mutual Agents Told 


The public is more interested in 
price than in the service offered by 
independent agents, members of Flor- 
ida Assn. of Mutual Insurance Agents 
were told at their annual convention 
at Jacksonville. Author of this state- 
ment, Roger Kenny, U. S. Investor, 
and other speakers were well received 
by the more than 300 agents and 
company men who attended the meet- 
ing. 

Dcsites O. Jenkins, St. Petersburg, 
was elected president. Other new of- 
ficers are John Turrentine, West Palm 
Beach, and John Crook, Orlando, vice- 
presidents; David Hamrick, Tallahas- 
and Preston 


see, secretary-treasurer, 
Rucker was reelected executive sec- 
retary. 

Mr. Kenny predicted that in the 


near future agents will become less 
independent and will become closer 
to their companies. He said the public 
does not believe the service offered by 
independent agents is worth the differ- 
ence in the price offered by the captive 
agent companies, and he said be be- 
lieved the national advertising pro- 
gram being undertaken by National 
Assn. of Insurance Agents will not 
stem this tide. 

Henry Bean, president of National 
Assn. of Mutual Insurance Agents, 
outlined the success of the national 
organization in company-agents rela- 
tionship, and urged the Florida agents 
to quickly adopt and use the “mounted 
warrier” symbol of mutual insurance. 
This symbol is the best counterpart of 
the tremendous amount of money be- 
ing spent by stock agents in promoting 
their emblem, he said. 


Examines Legal Relationship 


The legal relationship of agency 
contract was examined by M. L. Lan- 
dis, general counsel Central Mutual of 
Van Wert. He emphasized the appar- 
ent laxity of agents who pay more 
attention to agency continuations and 
the fact that the standard agency con- 
tract now in use provides a very strong 
legal fiduciary trust insofar as premi- 
ums are concerned. Mr. Landis ad- 
vocated agents setting up separate 
accounts for monies belonging to com- 
panies and said that most agents are 
now operating on company funds, sup- 
posedly held in trust, which is a viola- 
tion of the agency contract. 

A humorous talk was given by Gale 
Gumpton, vice-president of Third Na- 
tional Bank of Nashville, the luncheon 
speaker. 

A critical analysis of the American 
agency system was presented by four 
recognized authorities in the industry: 
Perry Nichols, Miami attorney and 
past president of NACCA, represent- 
ing the public; Harold Early, Central 
Mutual Agency, Cleveland, represent- 
ing the agents; Paul Gingher, presi- 
dent State Auto Mutual, the companies, 
and Arch E. Northington, former Ten- 
nessee commissioner and past presi- 
dent National Assn. of Insurance Com- 
missioners, the government. 


NACCA Man Scores Agents 


Mr. Nichols scored the agents for 
delivering renewals “by government 
carrier,” and said the public felt this 
was typical of the agent’s service. He 
defended the right of a claimant to an 
adequate recovery of injury sustained, 
but admitted that some claims went 
beyond what was “reasonable.” He 
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took the companies to task for settling 
too many claims that were not valid. 
If they fought fraudulent and nuisance 
claims on facts and not on presupposed 
larger losses, the public would soon 
learn insurance companies would in- 
demnify only legitimate claims. 

Mr. Early predicted that small com- 
panies would be inclined to merger in 
order to acquire the talent necessary 
to multiple line underwriting. Agents 
will have to reconcile themselves to 
automation, direct billing and smaller 
commissions on personal lines in order 
to free themselves to become more 
professional. 

The public determines markets and 
marketing processes, therefore, the 
agency system has to adapt itself to 
changes if it wants to retain its 
predominance in the field, Mr. Gingher 
declared. 

Mr. Northington strongly defended 
the present system of rate making, 
saying that it had been through the test 
of time and has produced rates that 
are adequate, reasonable and non- 
discriminatory. 


Psychological Conflict Exists 


Discussions of symposiums centered 
around the relationship of agents to 
companies. The company executive- 
general agent symposium recognized 
the natural psychological conflict of 
interest between the various relation- 
ships of people, e.g.; landlord and ten- 
ant or agent and company. Each gen- 
erally does not tend to appreciate the 
other and each is primarily interested 
in his own desires. 

Three ways for diminishing this 
conflict of interest and approaching 
a better understanding would be: 

1. Emphasize the public interest as 
a paramount interest for both com- 
panies and agents. 

2. Break down the problems to the 
point where they are identifiable and 
specific. 

3. Employ some method to get the 
companies and agents, through small 
committees, together often and long 
enough to determine the possible solu- 
tion to specific problems. 

It was agreed that the big problem 
is the natural inclination to resist 
change, and headway can only be 
made when parties are inclined to 
bury their principal interests and con- 
centrate on resolving differences for 
the betterment of the public. 

The subject of commissions 
generated much discussion. 


also 


Study Communications Problem 


The adjuster symposium studied the 
problem of communications and public 
relations. It was agreed that agents 
generally are not using standard pro- 
cedures in forms to report claims. It 
was recognized, however, that much 
of the problems could be solved by a 
standard accident report form such as 
the National Bureau fire notice of loss 
form. 

Serious discussion revolved around 
the fact that many claims are paid 
“for agency reasons,” and also that 
many claims are settled out of court 
because the attitude of companies is 
that they are avoiding the possibility 
of large jury awards. Members of the 
symposium agreed that this is a nega- 
tive approach. They said that if both 
companies and agents would take a 
positive approach, a better over-all 
industry loss ratio could be obtained. 


With Swann & Everett 


Swann & Everett, London affiliates 
of Wohlreich & Anderson, have ap- 
pointed G. D. Earle assistant director. 
He was formerly with Griffiths, Tate 
in London. 
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... 10 step up your sales 
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@ Most selective . . . most flexible . . . most 
checkable medium of all. That’s direct mail 
advertising! It can do a big job for the quali- 
fied agent; in most instances, is the most 
effective, practical, and inexpensive form of 
sales promotion available to him. 

You can be sure that your client list is a 
prime target for competitors. On their way, 
right now, are mailings that detail new cov- 
erages—new ways to buy, and more eco- 
nomically—other “reasons why” it pays to 
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do some checking before renewing or buy- 
ing additional insurance. 

We hold that direct mail with the profes- 
sional stamp is the answer to many of the 
independent agent’s selling problems. You'll 
find a representative showing of it in Grain 
Dealers’ 1959 mail promotion kit. Our spe- 
cial agents want to show it to you; better 
yet, how to put it to work where your sales 
potential is best. Let us know where you are— 
when we can call. 
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N.Y. Inquiry Reveals 
Agency System Intact 


An inquiry by Greater New York 
Insurance Brokers Assn. into current 
methods of insurance distribution has 
revealed virtually no immediate shift 
from the basic principles of the agency 
system. The association has reviewed 
mailing pieces and other forms of 
company advertising in order to con- 


firm or dispel the speculation and 
fears of some brokers that leading 
agency companies might imitate the 
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methods of direct writers or specialty 
companies in seeking out certain 
classes of business. 

The association has received a letter 
from Travelers which it interprets as 
a declaration of intent and a reaffirm- 
ation of faith in the agency system. 
In the letter, W. G. Willsey, assistant 
secretary of Travelers, stated that the 
company has never conducted direct 
solicitation nor has it any intention of 
doing so in the future. As a matter of 
fact, it will not accept business with- 
out the naming of a commissioned 
producer as agent of record. 


Producer Assesses 


Automobile Situation 


Merlin J. Ladd of Boston, president 
of National Assn. of Insurance Brok- 
ers, recently wrote: 


Today we'd like to list in one place 
four facts which seem to us to belong 
together: 

1. The 1958 statement of the lead- 
ing auto specialty writer (State Farm 
Mutual Auto) shows that this single 
company now writes 10% of the pas- 
senger cars in the U.S. Allstate is just 





want to move up to Cloud 9 ? 


In addition to making money selling 
A & H, Combined believes in helping 
agents attain that state of happiness 


referred to as Cloud 9. 


Many general agents are now on Cloud 9 
with Combined’s new Small-Group A & H 
~— Hospital Contracts, which can be writ- 
ten on a‘‘Wholesale” or “Franchise” basis. 

One of the remarkable features of the 
coverage is its adaptability to any small- 


OMBINED 


GROUP OF COMPANIES 


W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 


Hearthstone Insurance Company of M h 
First National Casualty Company, Wisconsin 








tts, Boston 









Name 


group situation. Practically all the small 
businesses, clubs and trade associations 
listed in your classified phone directory 
are prospects for either the Wholesale 
or Franchise plan—and represent liberal 
new and renewal commissions for you. 

If you’ll send in the coupon, write, wire 
or phone, we’ll be glad to give you details 
about this fascinating concept in Small- 
Group A & H coverage. 


Combined Insurance Co. Of America, Dept. 2 ( 
5050 Broadway, Chicago 40, Illinois 


Gentlemen: Please rush me details about Combined’s 
Small-Group A & H coverage. 
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a breath behind, so that these two 
specialty writers are writing nearly 
20% of passenger automobiles, jyg 
two specialty companies. 

2. On a countrywide basis the qj. 
rect and specialty companies have ¢oy. 
ralled 65% of the private passenger ay. 
tomobile business. They have achieveg 
this over-all result despite the fag 
that they write no business in some 
areas. 

3. As an example of what happens 
in an area where the specialty com. 
panies have pushed for business, take 
Michigan. It is estimated that in 1958 
less than 10% of the automobile busj- 
ness was written by all bureau compa- 
nies combined. 

Until now we have considered the 
specialty writers as an “automobile 
problem.” What would we do if the 
specialty companies wrote 65% of alj 
personal lines? This brings us to: 

4. In 1957 Allstate enters the home- 
owners field. In the 1958 figures just 
released for New York, Allstate igs jn 
10th place in the volume of homeown- 
ers written in that state. In 1958 All. 
state’s New York homeowners pre- 
miums were $839,523. The company 
has now entered the commercial field, 

My question is, How long, how long, 
oh Lord? And I think I hear coming, 
faintly, the answer: The Lord helps 
those who help themselves. 


” 


Pa. Insurance Federation 
Elects Many Officers 


Insurance Federation of Pennsylva- 
nia at its annual meeting elected Will- 
iam Elliott, chairman of Philadelphia 
Life, president, and William MacLean, 
president of National Union, Ist vice- 
president. Other vice-presidents elec- 
ted include Samuel J. Carr, retired 
resident vice-president of Standard 
Accident, Philadelphia; Stanley Cow- 
man, Mather & Co., Philadelphia; 
T. A. Engstrom, manager, Aetna 
Life group, Philadelphia; H. H. Gilky- 
son, president, Chester County Mutual; 
Edward A. Logue, manager American 
Home, Pittsburgh, and J. Maxwell 
Smith, president Keystone Ins. Co, 

John H. Hoffman, assistant secre- 
tary, America Fore Loyalty group, was 
elected treasurer; Homer W. Teamer, 
Philadelphia, secretary-manager and 
general counsel, and Helen M. Heck- 
ert, Philadelphia, assistant secretary. 

John A. Diemand, president North 
America, was named executive com- 
mittee chairman. 


Casualty & Surety Club of New York 
will hold its annual golf tournament at 
the Baltusrol Golf Club, Springfield, 
N. J., June 15. 
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A Safe Driving 
Plan for America 


A plan for creating a new means of 
achieving safety on the highways, de- 
veloped by William P. Henderson, is 
presented in this and two succeeding 
issues of THE NATIONAL UNDERWRITER. 
Mr. Henderson is president of Hender- 
son Tire Co. of Detroit. He has become 
familiar to insurance men as the author 
of a number of articles on auto styling 
as it relates to insurance rating and 
losses. His plan for safe driving is not 
necessarily endorsed by THE NATIONAL 
UNDERWRITER, but is presented as an 
original means of attacking this impor- 
tant problem. The series began in the 
April 3 issue. 


Permits to use the public highways 
will always be displayed in the lower 
left corner of the windshield, visible 
from the outside to law enforcement 
authorities and all others. 

Let us explain how it would effect 
the teen age problem. 

First we should make it clear we 
have a teen age problem mainly be- 
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LIQUOR LIABILITY .. . vital 
coverage for your assureds because 
of the extremely large awards be- 
ing made today! Now, it is doubly 
important that clients have the 
protection that Caplis-Hielscher 
provides. Seasoned experts set 
realistic policy limits. Strong 
markets offer the maximum in 
security. Yes, when you need the 
finest service for dram shop cov- 
erages .. . and every special risk 
. . « look to Caplis-Hielscher— 
specialists in insurance at Lloyd’s, 
London. 
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cause we have an adult driving prob- 
lem. No one can raise a boy or girl 
from the age of 10 to 16 through the 
most impressionable period without 
having them accept the driving con- 
cepts of their elders. Adults cannot 
consistantly violate speed laws, make 
improper turns, be discourteous on the 
highways, park overtime or improper- 
ly and not expect it to rub off on 
youngsters. Boasting about the fact 
that you talked an officer out of giv- 
ing you a ticket is even worse. This 
sad heritage is passed on to most of 
our highway beginners. Is it any won- 
der that the very day they get their 
driver’s license they feel they are 
equal to any other driver on the high- 
way? Young driver training is nec- 
essary but we ask the impossible of 
our schools when we expect them to 
offset the effects created by bad driv- 
er performance and wrong attitude 
that has been demonstrated for years 
by their parents. Parents they are 
taught to respect and emulate. We have 
an unsolved adult problem. If you have 
any doubts about this, think and judge 
honestly some of your own recent past 
highway performances. Perhaps you 
have said or you have heard stated: 
“Tf schools won’t teach my children 
to drive I will hire someone else.” 
Such a common remark must be con- 
strued as an admission of failure in 
the speaker’s own driving perform- 
ance. 

While this driving plan would help 
adults, it would have great benefits 
for the beginners—the first permit is- 
sued to any new driver would be 
gained by passing the test course. Re- 
gardless of the passing score a begin- 
ner would get a red card rating. It 
serves as a probationary period, re- 
stricted speed and higher insurance 
cost is automatic. One serious act of 
negligence would take him off the 
road. After this period during which 
the beginner gained highway driving 
experience he would be ready for an 
up-grade to amber rating if he could 
qualify. After further experience and 
proven highway performance he could 
reach a green card rating if he could 
qualify. Such a reward becomes an 
earned privilege held in high regard 
and it follows the fundamental pre- 
cepts of educating our youth. 

Our millions of teen age drivers 
should not be blamed or carry the 
burden of the hundreds of groups of 
young hoodlums in large cities who 
commit robberies and felonies by the 
thousands. Giving those unqualified to 
live in our society a permit to carry 
a gun would be less harmful than a 
driver’s license. Criminal records 
would rule out the possibility of se- 
curing a permit to use the public high- 
ways. 

There is no doubt that pride of being 
a good driver could be a major con- 
tributing factor in making more safe 
drivers. It would work in many ways. 
For example, if four people were go- 
ing on a trip the red card holder 
could hardly insist on getting behind 
the wheel with green card holders in 
the group. The group would have to 
travel slower and all would be sub- 
ject to a greater accident exposure. 


N. Y. Mariners Club Elects 


New York Mariners Club at its an- 
nual meeting elected Thomas E. Ken- 
nelly of St. Paul F.&M. skipper, Vin- 
cent A. Wick of Talbot, Bird & Co., 
mate, John W. Nevin of Marine Office 
of America, purser, Jack Campbell of 
R. A. Fulton & Co., yeoman, and 
Thomas C. Johnson of American Home 
agency, Carmine Ferrantiono of Great 
American, and Robert Mulholland of 
Aetna Casualty, directors. 





There would be a real incentive for 
the poor drivers to seek improvement. 
Most all of us take lessons of some kind 
to improve our performance in many 
activities—golf, bridge, bowling, pub- 
lic speaking, sewing, cooking and 
dancing. As a nation we exert mil- 
lions of hours of effort and spend mil- 
lions of dollars just for self improve- 
ment and pleasure. We do this because 
of self-pride and because we are 
judged by our fellows and friends. 
With our present driving philosophy 
it would be degrading for an adult to 
take driving lessons. Even the sugges- 


tion would be an insult as everyone 
thinks he is a safe driver. Everyone 
will admit he has friends with whom 
he would rather not ride. All of this 
could be changed when many are sub- 
ject to restricted driving and higher 
insurance cost that effects their own 
pride. Self respect and high regard 
by others are truly compelling factors. 


Reprint booklets of this series are 
available: One copy 40 cents; 4 jor $1; 
10 for $2; 100 for $15. Write Wm. P. 
Henderson, Inc., 1991 Woodward Ave- 
nue, Berkley, Mich. 





YOU'RE 
RIGHT... 





. .. service is one of the most worked over—and overworked—words in the 
insurance business. Yet when it is put into practice and not merely talked 
about, it is also one of the most valuable. Service is primarily what you 
have to sell, and your clients have a right to expect it. Similarly, you have 
a right to expect service from the home office and from the special agent 
who calls on you. With PLM you get it. That’s why we believe you'd be 
profitably happy representing PLM. Why not drop us a line. 
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PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 


PLM Building « Philadelphia 7, Pa. 
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FueNATIONAL UNDERWRITER 


Editorial Comment 


Rate Level And Small, Large Insurers 


Prof. Robert A. Hedges of the Uni- 
versity of Illinois called attention to an 
interesting problem in his testimony 
before the Senate subcommittee that 
is investigating insurance and insur- 
ance regulation under the _ guiding 
hand of Sen. O’Mahoney. 

This is the substantial edge in ex- 
pense ratio exerted by one company 
over another. As he pointed out, this 
tends to be the large company over 
the smaller. Using representative fi- 
gures from the business, he showed 
that company K, with a premium vol- 
ume of $600,000, has expenses of 
$300,000, for an expense ratio of 50. 
Company L, with $1 million in premi- 
ums, has a 47% expense; company M, 
with $4 million of premiums, 45%; 
company N, with $16 million, 43%; 
and company O, with $32 million, 
42%. The average is 42.1%. 

If the rate contemplates a 5% al- 
lowance for profit, only company O 
will achieve it. Companies M and N 
show some profit, company L would 
break even, and company K_ shows 
loss of 2.9% of sales. 

However, an expense ratio of 45.4 
would produce a “normal” profit of 
5%. In that case, company O would 
earn 8.4% on sales, while company K 
would be barely in the black. 

Differences in expense ratios are 
not generally or even often made up 
by ameliorating differences in loss ra- 
tios. The relation between loss ratios 
and underwriting expense ratios is 
rather random, with what relationship 
there is tending in the direction of as- 
sociation of higher claims with high- 
€r expenses, and vice versa, which 
compounds the problem. 

Mr. Hedges presented additional fi- 
gures to support his conclusion that a 
rate level which penalizes high ex- 
pense companies penalizes, for the 
most part, small companies. 

This poses the regulator a problem, 
he pointed out. Competitive enterprise 
calls for eliminating higher cost com- 
panies to produce lower prices for 
consumers. But, preservation of that 
system depends on the ability of nu- 
merous competing production units to 
enter and stay in the system. 

If the rate protects the small insur- 
ers against the superior competitive 
capacity of larger companies, the price 
reducing benefits of competition are 
severely curtailed. But if the rate does 
not protect the numerous smaller units, 
competition may be curtailed because 
competing units cannot enter the busi- 
ness. 

If a general rate level is not set 
and maintained, he pointed out, the 
competitive advantage which the larg- 
er companies generally have over the 
small could be equally or even more 
ruthless in weeding out the small 
company. The ‘opposite course, of 
avoiding price competition, would re- 
sult in much larger profit margins to 
the larger insurers. In the “weeding 
out” process, members of the public 
are hurt. 

He prefers the approach of not set- 
ting an absolute general rate level. 


This allows efficient insurers to com- 
pete for customers by price discounts 
if they desire. But it does not preclude 
small insurers from fighting for a 
share of the market on terms under 
which they can break even. The high 
cost operators will have a hard life, he 
said, but no harder than in any other 
business. 

After all, he observed, marine and 
A&S rates are not regulated—they 
are two of the least stable, least ma- 
thematical, and most subject to judg- 
ment lines in all of insurance. Yet 
they avoid ruinous price competition 
and do well. They are not complaining 
that they are not making enough mon- 
ey or that they are competing each oth- 
er into the poorhouse.—K.0O.F. 





Personals 


William A. Earls, head of the Earls- 
Blain agency of Cincinnati, will re- 
ceive an honorary DCS degree from 
Holy Cross College, Worchester, Mass., 
next week. Although Mr. Earls grad- 
uated from Union College, Schenec- 
tady, in 1898, his three sons—Thomas 
W. and John V., who are with him in 
the Earls-Blain organization, and Wil- 
liam T., Cincinnati general agent of 
Mutual Benefit Life—are Holy Cross 
graduates, as are two grandsons. 


Anne C. Woods, assistant secretary 
of Pritchard & Baird, New York rein- 
surance consultants and intermediar- 
ies, sailed for England on the Queen 
Mary, June 3. She will visit the firm’s 
correspondent in London and insurers 
in England and on the continent. 


S. Bruce Black, chairman of Liberty 
Mutual and J. Dewey Dorsett general 
manager of Assn. of Casualty & Sur- 
ety Companies, were inducted into the 
New York University chapter of Iota 
Nu Sigma, honorary insurance frater- 
nity, at the chapter’s annual dinner. 


Leo A. Geiss, president of the Alex- 
ander Smullan agency of Chicago, was 
conferred a doctor of commercial sci- 
ence degree at Union College, Bar- 
bourville, Ky., He is trustee and chair- 
man of the endowment committee. 


Deaths 


DALTON G. BALDWIN, 67, retired 
assistant secretary of Loyalty group, 
and Mrs. BALDWIN, 55, who had 
been a secretary in the group’s loss 
department 22 years, died in an auto- 
mobile accident in Pennsylvania. Mr. 
Baldwin joined Firemen’s in 1916 and 
became assistant secretary in 1937. He 
was past president of Passaic Town- 
ship, N. J., Board of Education. In the 
group, he was principally concerned 
with loss work. The Baldwins lived at 
Millington, N. J., where Mrs. Baldwin 
was past president of the PTA. 





WILFRED KURTH, 83, former pres- 
ident and chairman of Home, died in 
the hospital at Ridgewood, N. J. He 
began his career with a Hartford 
agency in 1891 and later became an 


examiner for Scottish Union. He joined 
Home in 1902 as manager of Canadian 
business and subsequently took charge 
of all foriegn business, the Pacific 
territory and the automobile depart- 
ment. He was named secretary in 
1916, vice-president in 1925, president 
in 1929 and chairman in 1937. He 
retired from the latter post in 1941, 
but remained as chairman of the 
finance committee until 1947. He was 
president of National Board in 1925- 
1926 and later was president of Amer- 
ican Foreign Insurance Assn. 


JOHN C. MINDERMANN, 73, who 
had been treasurer of Covington (Ky.) 
Mutual since 1926, died recently after a 
long illness. 


DUDLEY L. HOFFMAN, 68, retired 
Missouri state agent of London & 
Lancashire, died of a heart attack 
while on a vacation in Canada. Mr. 
Hoffman started in the business with 
Missouri Inspection Bureau in 1909, 
and in 1912 went with American Cen- 
tral. Three years later he joined Lon- 
don & Lancashire and traveled the 
Missouri field for 40 years. Mr. Hoff- 
man’s father, John W. Hoffman, was 
a state agent of London & Lancashire, 
and his son, John L. Hoffman, is 
Missouri special agent of London & 
Lancashire. 


ENO M. HELMS, 62, a former presi- 
dent of Lansing Assn. of Insurance 
Agents and proprietor of his own 
agency there for 25 years, died of a 
heart attack. 


ROGER T. KING, 61, Mount Vernon, 
N. Y., agent, died while visiting his 
daughter in Media, Pa. He was in the 
business for more than 40 years. 


EDWARD M. BARRETT, 50, assist- 
ant secretary of Loyalty Group, died 
suddenly. He joined the companies in 
the engineering department in 1940 and 
was later in the New Jersey field. He 
became superintendent of agents in 
1955 and assistant secretary in 1956. 
Mr. Barrett was MLG of Garden State 
Pond of Blue Goose and secretary of 
the fire prevention committee of New- 
ark safety council. 


Stocks 


By: H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, June 2nd, 1959 
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Miller, Nolen To 
Share Top Posts 
In Merged Groups 


Following the merger of Commercial 
Union and North British companies, 
the direction of the business of the 
group in the United States will be 
shared by H. W. Miller and W. L. 
Nolen. The former, being the senior 
officer, will have the title of U. S. 
general attorney, and Mr. Nolen that 
of U. S. manager. 

T. B. Kelley and M. B. Baker Jr. 
will be their immediate assistants, 
each with the title of deputy U. S. 
manager. Mr. Kelley has been with 
Commercial Union and Mr. Baker with 
North British. 

Announcements of future develop- 
ments will be made from time to time, 
according to an announcement from 
the combined group. 


Ky. Case On Failure 


To Renew Insurance 


Kentucky court of appeals held for 
the insurer and against coverage in a 
case involving failure to renew fire 
insurance, despite the claim of the 
insured that renewal had been estab- 
lished by custom. The company was 
Mutual Fire of Covington (now Cov- 
ington Mutual) and the alleged insured 
were Martha A. Candler and Joyce 
Gadberry, who owned a rooming house 
in Somerset. 

The property had been insured in 
Mutual Fire for several years prior to 
1956 and insurance had been renewed 
at least twice. Before expiration of the 
last policy, the agent ceased to repre- 
sent Mutual Fire and insurance was 
not renewed nor was it rewritten else- 
where. The property owners claimed 
that they were never notified of this 
and that they had relied on an implied 
promise of the agent and insurer to 
keep the property insured. They won 
a directed verdict in Pulaski County 
circuit court at Somerset, but the 
judgment was reversed on appeal. 

The position of the appellate court 
was that the agent, not representing 
Mutual Fire at the time of expiration 
of the last policy, had no authority to 
bind the company to renewal and that 
an agent in general has no authority 
to bind an insurer to renew insurance 
months in advance of expiration. The 
court also stressed decisions holding 


that expiration information is the 
property of the agent, so that any 
responsibility would be that of the 
agent. 
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Limit On Negligence 
Case Fees Is Upheld 
By N. Y. High Court 


The New York court of appeals, the 
state’s highest court, has ruled that 
the courts can limit the amount of 
fees lawyers may collect from clients 
under contingency arrangements in 
negligence cases. Courts in Manhattan 
and the Bronx put into effect a sched- 
ule of maximum contingent fees in 
1957, and they have been in effect 
since. The decision reverses a lower 
court ruling. 

Contingent fee arrangements existed 
in approximately 150,000 negligent 
cases a year in Manhattan and the 
Bronx, Judge Van Voorhis commented 
in the majority opinion. More than 
60% of them guaranteed the lawyer 
half the proceeds. The idea that im- 
position by lawyers on clients of op- 
pressive and unconscionable fee agree- 
ments or similar conduct is beyond 
the rule-making power of the court 
has no foundation whatsoever, Judge 
Van Voorhis declared. 


Keeping House In Order 


“The duty and function of the ap- 
pellate divisions to keep the house of 
law in order does not hinge on wheth- 
er clients, worn down by injuries, 
delay, financial need and control of 
the purse strings of settlement by 
counsel, have the stamina to resist in 
court by hiring other lawyers, to be 
paid out of the other half of the re- 
covery, for defending against the first 
lawyer,” he opined. 

The fee maximum in the two coun- 
ties is 50% of the first $1,000, 40% 
of the next $2,000, 35% of the next 
$22,000, and 25% of any amount 
above $25,000. On a percentage basis, 
the maximum is one-third of the 
judgment. A group of New York City 
attorneys sued to upset the schedule, 
arguing that the courts can regulate 
only professional conduct. 

One dissenting judge thought only 
the legislature has the authority to 
limit fees; the other believed there 
was lack of evidence to show the need 
of the fee ceiling. The vote was five 
judges to two. 


New S. D. Commissioner 

William J. Dawson is the new insur- 
ance commissioner of South Dakota, 
replacing Donald E. Mitchell, whose 
term expires June 30. Mr. Dawson was 
South Dakota commissioner 22 years 
ago. For a number of years he has 
been living in Aberdeen. 


Spoiled Food Direct Loss 
From Wind, Court Holds 


Minnesota supreme court held that 
loss of electrical power caused by a 
windstorm, with consequent damage 
to food under refrigeration, is a direct 
loss. 

In a case dating back to 1951, the 
court held that General of Seattle and 
three other insurers are liable for $1,- 
080 damage to meat and other perish- 
able foods in a St. Paul supermarket 
following a loss of power for nearly 
two days. The insurers denied liability 
on the consequential damage provision. 
The supreme court held that this loss 
came within the fair meaning of the 
term “direct loss.” 

The George J. Blubaugh agency and 
the First State agency of Elkhart, Ind., 
have merged. 
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Ever-present .. . the hazard of fire. And, there is always 
the danger that clients have not insured to today’s values 
on their old risks as well as new! Have you reminded your 
assureds lately? 


When it comes to Fire and Allied Lines, keep Geo. F. 
Brown & Sons, Inc. in mind. Here, you'll find swift profes- 


sional placement, high binding authority. Excellent facili- 
ties on special forms, too — deductibles, depreciation, re- 
porters, replacement cost and multiple location schedules. 

Next time, for bonus service that means bonus earnings, 
look to 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Bivd. « Chicago 4 » WAbash 2-4280 
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business cannot build the future on 


mediocrity. 
In stating his views on a modern 
general agency, Mr. Vanston said that 


there can be only two types of general 
agents in the future. The first type 
will have a professional underwriting 
department, which does not have to be 
“reunderwritten” in the home office, 
and a top flight mechanical account- 
ing department which can report its 
business by bordereaux or punch cards. 
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(CONTINUED FROM PAGE 6) 

This general agent will need a large 
volume of business to withstand the 
heavy cost of operation. He must be 
able to do the over-all job so that 
there is no duplication of work at the 
home office. This general agent car 
justify the overriding commission that 
he requires. 

The second type of future general 
agency will be primarily a production 
operation with the principals doing a 
great deal of the producing themselves. 


General Agents See Personnel As Main Problem In Sales 


This operation will not do the under- 
writing or accounting job but will 
pass these functions on to the home 
office. Since this general agent has a 
cost much lower than the first, he can 
operate on a lower overriding com- 
mission and his existence will be jus- 
tified by his outstanding production 
efforts. 

There is no room for the operation 
that is caught in the middle, because it 
cannot justify the overriding commis- 


is the price of peace... 


and peace of mind depends on protection too — adequate insurance 
coverage against all kinds of unforeseen emergencies. 


The Security-Connecticut Group offers this kind of complete, multiple- 
line service to its representatives and their clients — has withstood 
the test of conflagrations, earthquakes, hurricanes, and other major 
disasters for over 118 years. 


In the days ahead, Security-Connecticut will continue to provide the 
same sound protection and service which have been its hallmark. 
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U.S. arsenal — each one in full color, identified by name, 
mission and manufacturer. And it’s a treasure-trove of facts 
about up-to-date, streamlined insurance for every need, too! 
Your clients will want this dramatic, useful booklet — tuned 
to our times, tailored to their needs — send for it now! 
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sion of the first, and cannot live on the 
lower one of the second. Mr. Vanston 
thinks general agents must take g 
position in one or the other spot. The 
expense of duplication cannot remain 
with them if they are to compete. 
Profit, and nothing else, must be the 
end result ef their efforts. This comes 
from good underwriting and expense 
saving. Companies are only interesteq 
in profit. Friendship, loyalty, love ang 
affection are fine qualities but cannot 
be included in a financial statement 
at the end of the year. 

Mr. Vanston urged general agents to 
adopt their operations in order to hit 
the profit target for their companies 


Reviews Questionnaire 


In his remarks on the modern inter. 
nal operations of a general agency, 
Mr. Crowther reported that a question. 
naire on the subject had drawn a good 
response from members. This was con- 
cerned with questions on accounting, 
underwriting, loss supervision, and 
identifying the main internal operating 
problem. Replies indicated that every. 
body wants an accurate, fast method 
of producing statements and company 
accounts current or bordereaux under 
a system they can live with, expense- 
wise. They realize that whatever sys- 
tem is used, top-notch personnel are 
needed, Mr. Crowther said. 

In his opinion there are many good, 
modern hand-accounting systems, es- 
pecially in the field of pegboards, 
Smaller agencies can justify this type 
of system. The accounting machine 
today can solve all problems in a 
general agency operation and also give 
a certain amount of statistical informa- 
tion as by-products. Some firms are 
offering accounting machines with 
intercouplers, so that a punch card 
system can supplement the bookkeep- 
ing system. 


Most Use Punch Cards 


The majority of replies to the ques- 
tionnaire indicated the use of punch 
card accounting, Mr. Crowther noted. 
He feels that a properly programmed 
punch card system offers the greatest 
degree of flexibility for efficient in- 
ternal systems, controls and manage- 
ment guides—at a lower cost for the 
same type and quality of information 
than any other system. 

Few managing general agents using 
punch card systems have been able to 
integrate their operation with that of 
their companies, Mr. Crowther noted. 
This is an area to be explored to 
eliminate duplications in costs. Some 
general agents may have already in- 
vestigated the use of IBM’s new 632 
electronic computer. This is coupled 
with an electric typewriter and key 
punch machine. Probably its best ap- 











June 


plicat 
wher 














June 5, l 959 


plication would be typing policies 
where the rate and amount of cover- 
age are available. The computer auto- 
matically types the answer on the 
policy and at the same time cuts a 
punch card for accounting purposes. 

On the question of an efficient un- 
derwriting department and its duties, 
replies to the questionnaire varied. 
General agents felt they enjoy more 
authority and autonomy on fire busi- 
ness than on casualty. Only a few felt 
that they had complete underwriting 
authority which eliminated almost all 
underwriting expense in the home of- 
fice, Mr. Crowther reported. The agents 
agree that they assume and perform 
more underwriting duties. But Mr. 
Crowther feels that general agents and 
their underwriters lack confidence as 
well as authority. Poor results have 
influenced insurers to scrutinize, ques- 
tion, and examine all underwriting in 
the field or in the home office. 


Personnel Is Key Factor 


General agents say they want the 
most efficient underwriters. The ever- 
increasing complexity of forms, rates, 
and rules demands the highest calibre 
of people. However, efficient, capable 
underwriting departments and a liv- 
able expense factor are becoming more 
opposed to one another as each day 
passes, Mr. Crowther declared. 

He said there seems to be close 
supervision of all losses, by all who 
answered the questionnaire. There 
were, however, a variety of ways the 
losses were handled for adjustment. 
Many use independent adjusters or the 
adjustment bureaus. Some use their 
own staff men or company-furnished 
adjusters. A few own and operate a 
subsidiary adjustment firm. These, of 
course, are supported by adjustment 
fees. 


No Reimbursement 


The majority of general agents did 
not reeeive any reimbursement for 
their loss supervision expense. Mr. 
Crowther said that in casualty loss 
supervision, a company can be penny- 
wise and pound-foolish if it does not 
provide for a casualty supervisor or a 
method of remuneration to the general 
agent to hire one when the volume 
and/or claim frequency warrant. There 
is precedent for this action. 

He recommended a terminal digit 
filing system. It can be taught to new 
employes in a matter of minutes and 
greatly reduces the number of mis- 
filed dailies. 

General agents agreed that the main 
problem in internal operation was ac- 
quiring, developing, and maintaining 
a competent and efficient staff. This 
problem will continue, many feel, until 
the bumper crop of World War II 
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babies reaches the employment mar- 
ket, and the law of supply and demand 
reverses itself. For the present, general 
agents must recognize and live with 
the costly problem of personnel turn- 
over, Mr. Crowther concluded. 


‘Harbeck Retires After 50 


Years With Chubb & Son 


John lL, Harbeck, vice-president of 
Federal, has retired after almost 50 
years with the organization. He had 
managed the auto physical damage for 
business for Chubb & Son for more 
than 30 years, and had been responsi- 
ble for all auto coverages since 1950. 
He is widely known in the industry 
for his innovations in the auto field, 
such as the Chubb & Son plan for 
insuring cars financed by banks. 


U.S.F.&4G. Appoints 


Walker In Seattle 


U.S.F.&G. has appointed John D. 
Walker assistant manager at Seattle. 
He had been casualty superintendent 
at Oklahoma City since 1954. He 
joined the company at Baltimore in 
1950 and was transferred to Boston in 
1951 as underwriter. He returned to the 
home office the following year for ad- 
ditional training in fire and inland 
marine underwriting before going to 
Oklahoma City as multiple-line under- 
writer. He was appointed superintend- 
ent there in 1954. 


Marine Underwriters Hear 


Jackson On Competition 


American Marine Insurance Forum, 
at its May meeting in New York, 
heard Harold Jackson, president of 
William H. McGee & Co., discuss com- 
petition. He advised marine under- 
writers to streamline their methods 
and try to get more for their cost-of- 
operations dollar. 

He discussed the post-war develop- 
ment of the European markets and 
said that while large accounts attrac- 
ted more attention when they switched 
to another market, more business was 
lost in a less dramatic way by default, 
when the shipper or consignee at the 
other end of a foreign-trade trans- 
action was left to arrange for insur- 
ance. 


N. J. Rules Out WC For 
Laborer’s Heart Attack 


New Jersey superior court has ruled 
that it was not the intent of the state 
legislature that every death or injury 
must be compensated and the burden 
still remains upon the claimant in 


workmen’s compensation cases. 

This ruling resulted from an appeal 
from a lower court decision which had 
dismissed a claim for WC brought by 
the widow of a laborer employed by 
the municipality of Union Beach. The 
laborer had suffered a heart attack 
and died several days later. The con- 
tention was that the heart attack was 
induced by loading 100-pound bags of 
calcium chloride at the municipal ga- 
rage. 

The court ruled that there was in- 
sufficient evidence to prove that em- 
ployment was a contributing cause « 
the death. It pointed out that an 
episode of stress or strain is not neces- 
sarily a legal prerequisite for compen- 
sation; but that its absence bears 
against the petitioner’s case on_ the 
factual issue of probability of causal 
relationship between the work and the 
heart attack. 
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N. J. Extends Ruling 
In Immunity Cases 


New Jersey assembly has indefinite- 
ly extended the provision which limits 
liability of hospitals and religious and 
charitable institutions in negligence 
cases to $10,000. The state supreme 
court had held a year ago that the 
immunity granted such institutions 
was unconstitutional. At that time, the 
legislature fixed a $10,000 limit on 
damages in such suits, effective until 
June 30 of this year. 


Reliance Appoints Ochs 


Reliance has appointed Joseph G. 
Ochs casualty claims manager at 
Montclair, N. J. He is a member of the 
New Jersey bar and was admitted to 
practice before the U.S. Supreme 
Court in 1957. > 
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(CONTINUED FROM PAGE 17) 
time and opportunity to develop new 
and better forms of coverage. 

Sen. Wiley interrupted to say that 
the rating bureau objects to North 
America’s rate and seeks to have the 
company prove that rate. “Do you 
want to see that the bureaus don’t ob- 
ject,” he asked. Yes, Mr. Diemand re- 
plied. State approval ought to be final. 
What is the remedy, Sen. Wiley asked. 

“We have been in court in New 
York since 1954,” Mr. Diemand said. 
“Congress ought to make clear what 
public law 15 means—that insurers 
have the right to deviate and file in- 
dependently. Wouldn’t it be effective if 

- Congress amended the McCarran act 
to state that such freedom in the all 
industry rating bills is the policy of 
Congress?” 

“As an independent company,” Sen. 
Wiley rejoined, “you conclude that 
rates can be lowered. You file with 
the state authority, which finds that 
the rates are correct. Other compa- 
nies have a different opinion. Are they 
precluded from testing your opinion 
when the matter may be a significant 
one of public concern? You can very 
easily get into a cutthroat situation.” 


Asks Comparison Of Earnings 


Sen. Kefauver asked for a com- 
parison of bureau company and North 
America earnings. Bureau companies 
are not making an excessive profit, he 
suggested. Mr. Diemand replied that 
North America’s expenses are lower, 
that it has a more efficient operation. 


As an old casualty man, he said, he. 


was shocked at the severity and en- 
durance of the campaign of opposi- 
tion by the organized fire business. In 
casualty, independent filings have been 
customary for years. Yet most stock 
agency casualty companies are sub- 
sidiaries of the same fire companies 
that have opposed innovations. Cas- 
ualty rating bureaus have confined 
themselves to the legitimate activities 
of making and filing rates as a service 
to members. They have not attempt- 
ed to exercise control over competi- 
tive activities. This may account for 
the fact that casualty has outstripped 
fire growth in recent years. 

Competitive freedom becomes in- 
creasingly important for stock agency 
insurers as_ direct writers surge 
ahead, Mr. Diemand declared. They 
must find a way to deliver their prod- 
uct at a competitive price or perish. To 
meet that competition, they must be 
free of restraints exercised by rating 
bureaus and other trade organizations. 

North America has not sought rates 
which its actuaries and underwriters 
regard as unsound and _ inadequate. 
The company is in business to make a 
profit. It is not opposed to rating or- 
ganizations as such. They can be use- 
ful as service organizations. But they 
must be confined to service functions 
and not be permitted to serve as a 
private means of control over indivi- 
dual initiative and invention. Yet they 
effect the same private control and 
regulation that existed prior to the 
SEUA case. 

Mr. Diemand averred that the com- 
pany had not complained to the sub- 
committee or Department of Justice. 
But it has from time to time respond- 
ed to requests by both organizations 
for information on hearings and court 
cases to which it has been subjected. 
Amendatory Language 

If the subcommittee considers it ad- 
visable to amend the McCarran act to 
make specific what it now states in 
general terms, North America would 
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be pleased to suggest amendatory lan- 
guage, he said. The company strongly 
favors state regulation, the kind which 
fosters reasonable competition. He 
urged the subcommittee to adopt a re- 
port renewing its intention of seeing 
to it that the states are permitted to 
continue such regulation. 

In response to a question by Sen. 
Kefauver, Mr. Diemand said he would 
change bureaus into pure gatherers 
of statistics. They should determine 
the pure loss costs and pass the infor- 
mation to the companies. 


Suggests Amendment 


Mr. Epes suggested an amendment to 
the McCarran act that would require 
that state regulation must, to provide 
exemption from the federal anti- 
trust laws, guarantee (a) that no in- 
surer shall be required to adhere to 
uniform rates or policy forms, or to 
become affiliated in whole or in part 
with a rating bureau, but that every 
insurer shall be allowed without pro- 
cedural hindrances or delays to prom- 
ulgate independent rates or deviations 
from rating bureau rates; (b) that in- 
surers acting in concert through rating 
bureaus or otherwise shall not inter- 
fere through legal processes or other- 
wise with independent rate filings, de- 
viations, or any other means of com- 
petition; and (c) that no insurer shall 
be denied in any other manner the 
free and unrestrained right to take 
action independent of any trade or- 
ganization or other combination of in- 
surers. 

He said North America has asked 
NAIC to endorse such an amendment. 
If NAIC doesn’t, it will appear com- 
missioners oppose it, Sen. O’Mahoney 
commented. 

Mr. Epes described in detail the 
hearings and litigation to which North 
America has been subject for 15 years. 
The litigation has been instigated 
largely by combinations of competi- 
tors, he said. It has been the means 
used to carry out a concerted and in- 
tense campaign of harassment, direct- 
ed at practically every major attempt 
made by North America and indepen- 
dent companies to make available 
competitive rates and policies for fire 
and multiple line coverages. 


Opposition More Intense 


He testified that these activities 
have become more intense with the 
passage of time. Administrative and 
court proceedings in the past five 
years exceed those in the previous 10 
years. A summary of such proceed- 
ings covers 50 pages, which Mr. Epes 
incorporated in the record as an ap- 
pendix to his statement. He reviewed 
the company’s difficulties with devia- 
tions, with partial subscriberships, and 
with independent filings. 

At one point, discussing charges for 
partial subscribers, he said the de- 
mands of rating bureaus for payment 
for alleged use of bureau materials 
(or “appropriation” of their “work 
product,” as they put it) are not pri- 
marily to get compensation but are 
designed to block competitive action. 
Concerted refusal to sell non-members 
on the basis of alleged property rights, 
even where such rights exist, has been 
held illegal “hampering of business ri- 
vals” under the federal anti-trust laws, 
he declared. 

In the past 15 years, North America 
has been involved in 125 administra- 
tive hearings, court arguments and 
other court proceedings, he said. To 
carry on this extensive litigation “im- 
posed upon it by its competitors,” 
North America has a staff of three full 


time lawyers engaged solely in this 
work. It also has retained local coun- 
sel throughout the country. 

Mr. Lemmon said NAII staunchly 
supports regulation by states because it 
is closer to the people, and therefore 
more responsive to their changing 
problems and needs; it can better ad- 
just itself to varying regional condi- 
tions; because of its wide dispersion it 
is more secure from the dangers of 
rigid, centralized control, and capture 
by any one faction or ideology; and it 
provides not one but 50 laboratories 
for healthy research and_ experi- 
mentation. 


States Have Done Well 


Events have demonstrated that on 
the whole the states have capably ad- 
ministered their regulatory responsi- 
bilities, he said. Congress contemplat- 
ed state regulation which would en- 
courage competition, not in services 
alone, but in price and product as 
well. Measured against this standard, 
the record of state regulation is good. 
While there are exceptions, the states 
generally have maintained a regulatory 
climate in which initiative has flour- 
ished. 

Competition in the casualty industry 
has never been more intense, he ob- 
served. Independent companies and 
bureau companies alike have pros- 
pered. Independents have increased 
their volume of automobile and other 
casualty lines. There are also encour- 
aging signs in fire and multiple line. 

But the present competitive situation 
is not ideal, he said. Many obstacles 
to reasonable competition remain, a 
number of which are serious and dis- 
turbing. Some result from badly con- 
ceived state laws. Others are en- 
countered in the operations of well- 
intended statutes. However, most of 
the difficulties are not chargeable to 
state regulation but to private rating 


bureaus and producer groups that 
seek to obstruct competitors. The 
greatest impediments to competition 


have been encountered in fire and 
multiple line. 

However, Mr. Lemmon believes it 
is not surprising that adjustment to 
the commerce decision was necessary 
and is still under way. Actually, it is 
remarkable that so much orderly pro- 
gress has been achieved and that such 
a comprehensive structure of state 
legislation and administrative machin- 
ery has been established. 


Need Restatement From Congress 

Since Congress remains the _ ulti- 
mate judge of the system, he said, the 
public, the states and the industry 
should benefit from this study by the 
subcommittee, and from aé_ restate- 
ment by Congress of the principles and 
objectives which it expects to be 
attained. This will guide states and 
the industry to the type of regulation 
and conduct which will tend to pre- 
serve state regulation, he said. It 
may also help discourage practices 
which could lead to congressional cri- 
ticism or to restrictive federal legis- 
lation. 

Situations where rating bureaus 
have sought to challenge the right of 
an independent to reduce its rates be- 
low the bureau level of course have 
attracted the most attention. But every 
bit as important is the right to make 
rates higher than manual, for extra- 
hazardous business, and the right to 
develop coverages and risk classifica- 
tion systems considered superior to the 
prevailing pattern. NAII has vigorous- 
ly defended all these rights on many 
occasions. 
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State rating laws fall 
broad categories, he said. 

First are those which impose com. 
plete uniformity as to rates, coverages 
and classifications. The Texas casual. 


three 


‘ty rating laws and the Massachusetts 


law for compulsory auto BI rates are 
the only statutes of this type applicable 
to fields in which NAII functions. 
Second are those under which rate 
variations between companies are ay- 
thorized but only upon approval of a 
formal deviation from_ establisheg 
rates promulgated either by a state 
commission or by a statutory rating 
bureau. Competition by means of ip. 
dependent rate filings does not exist, 
Louisiana has such laws for fire and 
casualty, North Carolina for fire and 
automobile insurance, Virginia for fire 
and in practical effect for automobile, 
and Mississippi, Texas and District of 
Columbia for fire insurance. 


All-Industry States 


Third are those statutes which do 
not require affiliation with rating bur- 
eaus, but authorize competitive inde- 
pendent rate filings. Forty-four out of 
the 50 states, all but Louisiana, Mas. 
sachusetts, Mississippi, North Carolina, 
Texas and Virginia, have laws of this 
type applicable generally to casualty, 
fire and inland marine. But those six 
and D.C. also have laws of this type 
covering at least one line of insur- 
ance. 

Under the California fire and casu- 
alty rating laws and the Missouri cas- 
ualty rating law, neither bureaus nor 
independent companies need file rates 
for approval. Rates must, however, 
comply with the statutory standards 
of not being excessive, inadequate or 
unfairly discriminatory, and_ should 
the commissioner at any time find any 
rate to be in violation, he may pro- 
hibit its further use. Under the Idaho 
casualty law filings need not be made 
so long as the commissioner finds that 
reasonable competition continues to 
exist. Filings are not required at the 
present time. The Montana casualty 
law requires filings by bureaus but not 
by independents. 

Fears by some that these non-filing 
type laws would invite rate wars on 
the one hand or rate excesses on the 
other have not materialized, Mr. 
Lemmon testified. Neither evil has 
manifested itself under these laws. 
Competition and initiative have flour- 
ished, and the greater flexibility per- 
mitted has served the public interest. 


Removes Processing Burden 

The non-filing type of law removes 
from the commissioner the burden of 
processing thousands of filings, most 
of them routine and minor in scope. 
This leaves him free to apply the full 
resources of his office to major as- 
pects of rating, and to non-rating 
matters affecting the soundness and 
solvency of companies. It also results 
in tremendous savings to state and 
companies. 

Further, the political onus of official 
approval for every meritorious increasé 
is removed. Occasionally under the 
all-industry type law commissioners 
have denied or delayed badly-needed 
company or bureau rate _ increases. 
This is harmful to the long-range pub- 
lic interest. It creates pressure on the 
companies to withdraw from the 


market in a particular area. It can 
also seriously jeopardize a small or 
medium sized company whose busi- 
ness is concentrated in such an area. 
The non-filing type law by freeing 
insurance management of the re- 
quirement of preparing, presenting and 
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justifying a filing for each proposed 
change in rates or rules better enables 
them to respond quickly to the ever 
changing trends and forces which af- 
fect their business. It also stimulates 
the exercise of ingenuity and imagin- 
ation in the development and testing 
of new ideas and methods for better 
serving the public needs. It is perhaps 
only natural that some of the super- 
visory officials who administer the all- 
industry laws have felt it their re- 
sponsibility to demand detailed and 
sometimes voluminous data to sup- 
port every aspect of the filing. This 
attitude may at times reflect uncer- 
tainty by those officials as to the mea- 
sure of their duty under those laws, 
and as to the concept of “regulation” 
within the intent of the McCarran act. 

NAII does not believe that the Mc- 
Carran act or the all-industry rating 
laws obligate the regulator laborious- 
ly to scrutinize and evaluate each ex- 
ercise of company managerial judg- 
ment. Such efforts are more likely to 
defeat than fulfill the objectives of 
those laws. The public interest is bet- 
ter served where the standards pre- 
scribed by the rating laws are treated 
as outer boundaries of a relatively 
broad area for the interplay of healthy 
competition and experimentation. 

Both the all-industry and non-filing 
laws when properly construed provide 
a good framework for regulation with- 
in the spirit of the McCarran act, he 
said. Most commissioners have endea- 
vored to exercise judiciously their pow- 
ers under these laws. 


Have Not Opposed Independents 


Rating organizations serving the au- 
tomobile and general casualty fields 
have not made a practice of oppos- 
ing independent action. Independents 
have been able to purchase bureau 
rate manuals from these bureaus. 

But all has not been harmonious 
between the thinking of bureau com- 
panies and independents in casualty, 
he said. Strong differences in outlook 
toward competition exist. Many per- 
sons prominent in certain bureaus and 
producer groups still believe that all 
prices, products and risk classifications 
should be uniform. “Reasonable com- 
petition” to them means only compe- 
tition as to services, or by refund of 
dividends. He quoted an _ influential 
executive of a large company mem- 
ber of Mutual Insurance Rating Bur- 
eau, who complained that hopes that 
sound and effective regulation would 
spring from the all-industry rating 
laws had not been realized because of 
lack of uniformity of classification in 
auto so that it was not possible to 
combine automobile experience in 
ways of maximum value to the rate- 
maker, 

That speaker, Mr. Lemmon com- 
mented, reflected an attitude that is 
all too prevalent in some bureau circles. 
It is the theory that bureau rates, cov- 
erages and classifications are the 
norm to which all independent filings 
shall be beholden. This shows, he said, 
the utter futility of trying to set up 
the work product of any company or 
group in our business as sacrosanct, 
or of trying to assert a property right 
in publicly filed material, Mr. Lem- 
mon declared. 


Departments Are Influenced 


Nevertheless, the theory of superi- 
ority of the bureau methods and prod- 
ucts has influenced the attitudes of 
some departments. One suggestion is 
that by requiring the companies gen- 
erally to conform to the bureau pattern 
the regulator can greatly simplify 


his administrative job. He will not be 
beset with a number of different rates 
and coverages to consider on their in- 
dividual merits, it is asserted. 

The all-industry casualty rating 
laws provide a good mechanism for 
regulation within the intent of the Mc- 
Carran act, he said. Certain of their 
procedural burdens appear unneces- 
sary and deserve simplification. Ex- 
perience with these laws in casualty 
has been generally favorable because 
of judicious administration by most 
regulators, vigorous efforts of inde- 
pendents, and the fact that the major 
casualty bureaus generally have not 
sought formally to oppose independent 
action. But the laws have not fore- 
closed attempts to impose uniformity 
and stifle competition. 


Still Are Small Factors 


While there have been some per- 
ceptible inroads in the fire market, 
NAII companies still are comparative- 
ly small factors in it, he said, writ- 
ing 3.6% of the premiums countrywide 
in 1957. 

These figures lend some support to 
what all in the industry concede to be 
a fact, that most fire business is writ- 
ten at uniform rates promulgated by 
local fire rating bureaus. One reason 
is the well known practice of some 
lending and financial institutions of 
framing qualifications for companies 
whose fire policies will be acceptable 
so as to exclude non-board companies. 
This practice continues. Another major 
factor is the procedural obstacles that 
have cropped up in the path of com- 
panies seeking to differ in fire rates, 
forms and classifications. 

On fire classes that really count, 
the deviation route has not been rea- 
sonably available as a means of com- 
petition, he said. He pointed to fire de- 
viation difficulties in Arkansas, Ken- 
tucky and Florida. 


Less Difficult To Obtain 


In these and other instances where 
deviations have been challenged, 
companies able to justify deviations on 
a lower-than-bureau expense factor 
have had much less difficulty in ob- 
taining the deviations than companies 
relying on other grounds. Yet the all- 
industry law drafters expressly recog- 
nized that factors other than expense 
differentials might be grounds for de- 
viation, providing the results meet the 
rating standards of those laws. 

The argument that the volume of 
each company in a state is not large 
enough to provide a credible base for 
deviating on loss experience alone 
might be more persuasive if bureaus 
were similarly required to justify each 
rate for each risk classification in each 
of their filings. But they are not, Mr. 
Lemmon declared. Large portions of 
bureau filings have little more than 
informed judgment to support them. 
Some small companies for many years 
have been operating profitably at de- 
viated fire rates, whose annual vol- 
ume countrywide has never ap- 
proached some of the astronomical 
amounts mentioned for minimum cre- 
dibility.” 

Mr. Lemmon recited the difficulties 
placed in the way of independent fil- 
ings by North America, especially in 
New York. 

What North America sought to do 
was to use bureau services on com- 
mercial fire business, where it found 
those services economically valuable, 
but to use its own rate-making facili- 
ties for dwelling business, where it 
was capable of operating independent- 
ly, he observed. North America won 


that case. 

One issue that has not been finally 
resolved is whether rating organiza- 
tions or their members can be deemed 
“aggrieved persons” with a right to 
become adverse parties and contest 
independent rate filings. 


Small Companies Influenced 


Thus far the bureaus have sought 
primarily to challenge the independent 
filings of the larger companies. How- 
ever, these controversies are followed 
avidly by the smaller independents. 
Success by the bureaus in preventing 
or impeding the larger independent 
companies will prevent many smaller 
companies from ever attempting the 
indevendent route, he testified. 

There have been fewer instances 
of overt bureau opposition to inland 
marine filings and deviations, but In- 
land Marine Insurance Bureau has 
been one of the most vociferous 
spokesmen for conformity in the indus- 
try, Mr. Lemmon declared. 

The advent of package coverages 
posed a serious internal jurisdictional 
problem for the national casualty 
and inland marine rating bureaus and 
the local fire rating bureaus. 

In 1957 the important commercial 
property case arose before the New 
York department. Should individual 
companies be permitted to make in- 
dependent filings of multi-peril pack- 
age coverages and still remain sub- 
scribers to the local bureau for the 
traditional fire coverages? Such an ar- 
rangement had been sanctioned for 
some time in many states. This was 
the first time the right was formally 
challenged in an adversary proceeding. 

The department ruled for the bur- 
eau, then for companies’ right of par- 
tial subscribership. The bureau ap- 
pealed to the intermediate New York 
court, where the matter is pending. 

At the time this issue was before 
the New York department the M-1 
subcommittee of NAIC was wrestling 
with the rating and filing of package 
policies. Its proposal was supported by 
NAII and others. The bureaus offered 
an inter-line filing procedure. Inde- 
pendents objected to it. Action on the 
report was referred to the current 
NAIC meeting. 

Since then, Colorado, Nebraska, and 
Ohio have issued regulations on the 
subject. Generally speaking, these 
sanction the new bureau inter-line fil- 
ing procedure, but they also recog- 
nize the right of partial subscriber- 
ship. Kansas has issued a somewhat 
ambiguous regulation. 


What Is Reasonable Charge? 


Another serious question now pend- 
ing is the determination of what con- 
stitutes reasonable bureau assessments 
for partial subscribers, Mr. Lemmon 
said. However, there have been some 
encouraging developments within the 
past few years. 

He then discussed statutes which 
prohibit independent rate-making in 
Louisiana, North Carolina, Mississip- 
pi, Virginia, Texas and District of Co- 
lumbia. Deviation is frustrated by 
burdensome procedural mechanisms. 
In 1957 less than one-half of 1% of 
the fire business in North Carolina was 
written at lower-than-bureau rates, it 
is estimated. 

In addition to reaffirming the ex- 
pressed Congressional intent that these 
laws are inimical to the public interest, 
the subcommittee might recommend 
replacement of the existing District of 
Columbia fire rating law, which 
pre-dates the McCarran act, with a 
rating law which fully guarantees the 


right of competition and independent 
action in all rates, classifications and 
forms. 

Mandatory uniform rate laws, casu- 
alty in Texas and compulsory auto in 
Massachusetts, directly transgress the 
Congressional intent underlying the 
McCarran act, he declared. They tend 
to destroy incentive for the careful 
risk to remain careful and render it 
difficult for the extra-hazardous or 
sub-standard risk to obtain adequate 
coverage. Single-rate laws adversely 
affect enterprises operating interstate, 
such as motor carriers. NAII supports 
the proposition that companies desiring 
to use the dividend refund procedure 
should be permitted to do so. But a 
system under which that is the only 
method for passing on savings denies 
the public the right of making a choice. 


Difficult To Evaluate 


Also it is difficult if not impossible 
for most policyholders intelligently to 
evaluate the comparative dividend- 
paying records of different compa- 
nies; this removes the incentive of a 
competitive rate state for companies 
to operate as efficiently as possible; 
and returning dividends is costly and 
complicated as compared with reduc- 
ing rates initially. The agent’s com- 
mission on the extra premium is not 
refunded; the policyholder loses it 
completely. Unless special provision is 
made in the taxing statutes, he also 
loses the amount paid in premium tax- 
es. The policyholder must ultimately 
bear the bookkeeping, clerical and kin- 
dred expenses incurred by the compa- 
ny in computing, processing and re- 
turning or crediting the excess. Final- 
ly, the policyholder is deprived of the 
use of his money for the period held. 

A single-rate system tends to ag- 
gravate insolvency problems, he said. 
Its false lure of a “sure profit” en- 
courages the formation of marginal 
enterprises. It creates an incentive for 
agency companies to pay higher and 
ever higher commissions to indepen- 
dent agents, particularly when a 
number of competing companies mar- 
ket their insurance in a given area 
through the same agency. When such 
companies cannot compete as to price, 
they compete instead for the business 
of the agency, and commission rates 
tend to climb as a result. 

While major legislative attempts to 
impose uniformity have failed, there 
have been several bills enacted which 
did tend to limit independent action. 


Allstate Saves $370 Million 


Mr. Moser said that in the past 10 
years if Allstate had charged stock 
bureau rates the difference to policy- 
holders would have been $370 million, 
and this amounted to $70 million in 
1958 alone. In 1958 Allstate’s auto lia- 
bility rates were 15% below bureau 


rates. This figure used to be con- 
siderably higher and once reached 
22.7%. 


Allstate pays its 3,200 agents con- 
siderably lower commission than com- 
petitors pay theirs. Also, it follows the 
life insurance practice of paying a 
reduced renewal commission. Some 
business comes to Allstate directly, 
and on this only countersigning com- 
mission is paid. 

Though the company incurs some 
expenses for policy preparation and 
other incidental expenses ordinarily 
borne by agents of other insurers, All- 
state’s total expenses for acquisition 
are considerably less than the amount 
paid by stock companies generally. 
Yet Allstate agents—who are thor- 

(CONTINUED ON PAGE 32) 











Sell the PLUS PROTECTION 


of Employers Mutual... 


Protection 


* 


Prompt, efficient claim service— x 


nationwide, plus 
Canada and Alaska. 


in action 
EVERYWHERE! 


Branch offices coast to coast. 


Bonds, Fire, Marine and Casualty be . 
including Workmen's Compensation 


Fed 
A NATIONAL INSTITUTION 


CMA, 





MUTUAL CASUALTY COMPANY 


DES MOINES 7, IOWA 


American Agency System 100% . . . Assets Over $48 Million 











ATLANTA 








PIDELITY 








Specializing in 


BONDS 








CHICAGO 


and SURETY 


SEABOARD SURETYCOMPANY 


100 WILLIAM STREET, NEW YORK 38 


DALLAS 








HieNATIONAL UNDERWRITER 





June 5, 1959 


Agency Cost Variants Are Explained 


(CONTINUED FROM PAGE 2) 


fail to realize that their primary job is 
to sell insurance and not be an office 
manager. 

While this change has_ enabled 
agents to retain more of the commis- 
sion dollar, it has not benefited the 
companies, he said, since many suc- 
cessful agents gained their first ex- 
perience working in another agency. 
Company men are concerned about 
the problem of attracting new blood to 
agency ranks. Many of them have in- 
dicated a willingness to share the bur- 
den of inducting a new man into an 
agency by paying a higher rate of 
commission for a limited time. This 
seems to be more desirable than hav- 
ing the companies open branch office 
and staff them with their own men, 
who will compete with local agents 
for the personal lines, Mr. Pearson 
believes. He recommended that agents 
explore this idea with their companies, 
especially if the agent has reached a 
point where he doesn’t have the phys- 
ical ability to develop new business 
himself, or if he doesn’t have the time. 
New blood must be attracted to the 
agency ranks if the system is to con- 
tinue and prosper. 


Survey Shows Expense Ratios 


In 1937 agents obtained approxi- 
mately $500, 2% of total income, from 
activities other than fire and casualty 
insurance. But in 1957, $3,000, or 10%, 
came from other activities. A good part 
of this in 1957 came from writing life 
insurance. 

Mr. Pearson thinks agents do a bet- 





Milwaukee Agents Slate 


Conference, Golf Outing 


Howard C. Launstein, professor of 
insurance and finance Marquette 
University, will be dinner speaker 
at the two-day conference and golf 
outing of Milwaukee Assn. of Insur- 
ance Agents June 23-24 at Elkhart 
Lake. Paul J. Rogan, retiring Wiscon- 
sin commissioner, and his successor, 
Charles Manson, will attend. 


Fort Wayne Adjusters 


Elect Wilkins President 

M. F. Wilkins, Underwriters Adjust- 
ing, has been elected president of Fort 
Wayne Insurance Adjusters. Assn. 
Other officers are Richard Burkhardt, 
Western Adjustment, vice-president; 
Kenneth Reynolds, State Farm Mutual 
Auto, secretary, and Vernon E. Ayres, 
American States, treasurer. 
Kemper Employe Club Elects 

Carl H. Koebel has been elected 
president of Kemper Insurance 
Men’s club, an organization of 600 
male employes in the Chicago offices. 
A procedures manager in the fire 
insurance division, he succeeds Wil- 
liam J. Ryan, director of education 
and training. Other officers elected 
were James E. Diver, 1st vice-presi- 
dent, John F. Rithmiller, 2nd vice- 
president; Thomas M. West, secre- 
tary, and Gordon G. Gronert, treas- 
urer. 


Grover Issues A&S Brochure 

G. Shannon Grover & Co., Chicage, 
U. S. A&S underwriting managers of 
Employers Mutual Casualty of Des 
Moines, has brought out a pocket-size 
brochure describing its A&S coverages, 
which inc!'ude global A&S plans cover- 
ing loss of life, transportation and pe- 
destrian, income protection, pilot pro- 
tection, group cancer and perilous 
diseases, and others. 


ter job for their clients when they 
devote 100% of their time to the jn. 
surance business. But the latest Rough 
Notes survey does not indicate that 
these activities adversely affect their 
net income. Previous figures, however, 
did show that an agent could realize 
a larger profit from his insurance acti. 
vities than he could from selling reaj 
estate or doing tax and accounting 
work. 


What is the maximum profit that | 


can be realized from a volume of $125, 
000? Total office and general expense 
in an above average profit agency 
consumes slightly more than 31% of 
income, whereas the below average 
profit agency spends almost one-third 
more, or about 45%. 

The big difference, of ceurse, is jp 
office payroll. Though the other items 
of expense are also slightly higher, 
the total sales expense runs consider- 
ably higher—amounting to 16% in the 
below average agency, as compared to 
slightly less than 10% in the more 
efficient one. The latter agency writes 
about 2,000 policies, while the below 
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average agency handled more than 
2,300. 

Multiplication of the difference in 
number of policies by office and sales 
cost, which comes to $7.13 per policy 
in the below average agency, shows 
where some of the agent’s profit is 
going. Moreover, the advantages of 
selling combination and package poli- 
cies such as the homeowners become 
apparent. 

Since the more efficient agency 
writes fewer policies, it doesn’t need 
as many employes. It has 1.4 full time 
employes; the below average agency 
has two full time employes. Thus each 
employe in the more efficient office 
is handling close to $90,000 of premi- 
ums annually, while in the other of- 


fices the employe is handling only 
$62,500—or about $27,500 less. 
How many employes should an 


agency of a particular size have? This 
varies from agency to agency, he said. 
But $75,000 is a good average, even 
though many agencies have one girl 
for each $150,000 of business. These 
are unusual situations, but it gives an 
idea of how much work an efficient 
girl can do. 

Mr. Pearson said it is foolish to try 
to save on salaries. Many companies 
are well known for this practice, and 
it generally shows up in their results. 
This is one cause of the agency com- 
panies’ troubles teday. He said he was 
not aware of anything insurers are 
doing pbout the problem. 


Premium Financing Useful 


In the average $125,000 agency total 
office and sales cost per policy is esti- 
mated at $6.37. Thus any policy pro- 
cessed with a premium of less than 
$29 is being handled at a loss. The 
more efficient agency needs only $5.70 
to cover the cost, while the below av- 
erage office must get $7.13 before it 
can start thinking of a profit. 

It is good business to eliminate any 
single policy accounts that are not 
self-supporting, he advised. If it is not 
practical to drop such policies, the 
agent should try to increase the premi- 
um. Instead of $29, suppose the agent 
gets $39. This provides $8.62 as com- 


Ind. Capital Stock Assn. 
To Hold Annual Meeting 


Herbert J. Kramer, assistant pub- 
lic information and advertising man- 
ager Travelers, and F. E. Dougherty, 
vice-president Glens Falls, will ad- 
dress Indiana Capital Stock Insur- 
ance Assn. at the annual meeting 
June 24-26 at Lake Maxinkuckee. 
The meeting will include election of 
officers, a golf outing and other rec- 
reational activities. 


Philadelphia Automobile 


Underwriters Elect Koogel 


William L. Koogel, Reliance, has 
been elected president of Automobile 
Underwriters Club of Philadelphia. 
Charles W. Chandler, Maryland Cas- 
ualty, was named vice-president and 
Edgar B. Theresse, American Casu- 
alty, secretary-treasurer. 





State Auto Promotes Six 


State Automobile Mutual has pro- 
moted Harold E. Gingher, George W. 
Hare and George Shears to vice- 
presidents. New assistant vice-pres- 
idents are Arthur C. Clark, Clarence 
W. England and John Wrigley. 

Federal Crop Imsurance Corp. is 
slated to receive $6,376,700 for opera- 
tion and administrative expenses for 
fiscal 1960, according to the agricul- 
tural department appropriation bill. 
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mission on a $6.37 handling cost for a 
profit of $2.25. 

Mr. Pearson touched on flat can- 
cellations and an allied problem, slow 
payers. The latter are due largely to 
the agent’s fear of asking for the pre- 
mium or arranging a method of pay- 
ment when the policy is sold, he said. 
Some agents with a number of slow 
payers on their books have found pre- 
mium financing plans very useful. 
They have also been pleasantly sur- 
prised by the reception these plans 
have received from clients. 

The increased costs of operating an 
agency have caused many agencies to 
explore the possibility of merger. This 
can work out very well, he said. A 
merger can also obviate a_ possible 
perpetuation problem. 


Eliminate Slow Payers 


Another way to increase income is 
by underwriting business more care- 
fully, he said. Much time can be spent 
when a client has a loss. Actually, 
this is a vital part of the service that 
the agent has contracted to provide, 
but it still takes time from the main 
job—selling. Elimination of slow pay- 
ers helps reduce the claims problem. 
Many agents have said the two go 
hand in hand. 

Agency handling costs can be 
held down if the agent gives the home 
office underwriter enough information 
so that he can make a decision without 
getting in touch with the agent. No 
underwriter complains about agents 
giving him too much information, but 
most of them say that often they have 
to write three or four letters to some 
agents. 

Errors can be reduced by hiring 
capable personnel and by reducing the 
number of companies in the office, 
Mr. Pearson advised. By eliminating a 
few companies, the agent reduces the 
number of forms with which the girls 
have to become familiar. This also 
makes their jobs easier. The Rough 
Notes studies show that agencies or- 
ganized within the past 20 years have 
fewer companies than those formed 
50 or 75 years ago, and they are get- 
ting along just as well (and some- 
times better than) the older agents. 
Many companies are learning that it 
is expensive to do business with an 
agency that gives them only a nominal 
volume. They are giving the agent the 
choice of placing more business with 
them or returning their supplies. 


Agents’ Position Stronger Today 


One reason for making a _ larger 
profit is that an agent can’t do a good 
job when he is worried about finances. 
The business has reached a _ point 
where a conscientious agent must de- 
vote his full attention to his clients’ 
insurance problems. He shouldn’t be 
worrying about finding a way to pay 
his company balances. 

Mr. Pearson believes agents are in a 
stronger position today than they were 
20 years ago. The future looks very 
promising, especially for the consci- 
entious agent who recognizes the need 


for altering his operation, and who 
strives to earn his commission. The 
agency system of merchandising has a 
greater potential for growth. 

However, he said, it is well to re- 
member that agency companies are 
being challenged by direct writers on 
one hand, and are being asked pointed 
questions by stockholders on the other 
Signs indicate that competition may 
cause agency companies to take addi- 
tional steps to improve their position. 
Since it is impossible to foresee how 
the independent local agent may be 
affected, agents should be prepare’ 
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for any eventuality. 

He said he isn’t disturbed by the 
recent commission changes. While 
some companies may have made mis- 
takes in the way they put the revisions 
into effect, he thinks the business will 
be on a sounder foundation once it 
settles down. Some part-timers and 
marginal operators may be forced out 
of the business. A few prospective 
agents may not turn to selling insur- 
ance to supplement their income. The 
conscientious agent, however, will 
continue to prosper, and the public 
will get better service. 
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Fire Rating Problems Get Top 
Billing In O°Mahoney Hearings 


(CONTINUED FROM PAGE 29) 


oughly trained, licensed in the state, 
and, except for a small number, de- 
vote their entire time to selling All- 
state coverages, have considerably 
higher earnings than fire and casual- 
ty producers generally because of vol- 
ume. 

Allstate believes in profits and con- 
sistently has earned underwriting 
profits through most of its 28 years. 


Conditions Better Now 


He reinforced his plea for state 
regulation without imposition of fed- 
eral regulation on top of it by com- 
paring the business before and after 
the commerce decision and public law 
15. Before, the business was self regu- 
lated. There was some competition in 
casualty, but price competition in fire 
was scarcely discernible. It was busi- 
ness treason to vary from the norm. 
Even in New York, all auto insurers 
had to belong or subscribe to rating 
bureaus. 

The all-industry rating bills, in the 
shaping of which Mr. Moser took an 
active part, were well conceived, well 
drafted, and in the public interest, 
he said. He still believes that, though 
10 years have disclosed that they may 
be unnecessarily exacting and bur- 
densome in their requirements and 
that some changes might be made. The 
existence of mandatory type laws in 
Texas, North Carolina, Virginia and 
Louisiana does not warrant destruc- 
tion of state supervision generally and 
imposition of federal regulation, he de- 
clared. The problems posed by those 
laws may be solved through state legis- 
lation or by the courts on a challenge 
as to their constitutionality. 

Aside from those states, competition 
exists, independent operation has ob- 
tained, the public has been protected 
against excessive charges sometimes 
incident to unregulated concerted ac- 
tivities, independents have not been 
permitted to charge inadequate rates. 
Also, there have been no rate wars or 
insolvencies due to rate inadequacies, 
he said. Experiment has not been un- 
duly stifled. 


Things Are Different In Fire 


Unfortunately, he added, the pic- 
ture is different in fire, but not be- 
cause of failure of state regulation 
but due to other factors. Because of 
the two major weaknesses of devia- 
tion—the right of the bureau to a 
hearing and the fact deviations ran on- 
ly a year—Allstate filed fire rates in- 





dependently. Illinois approved the 
rates. New York did also but Allstate 
was promptly challenged by New York 
Fire Insurance Rating Organization, 
Hearings and court action ensued. Af. 
ter approval of a 20% filing was ap. 
proved and upheld by the courts, the 
superintendents changed and the new 
one, Leffert Holz, granted NYFIRQ 
a hearing. Mr. Holz approved the fi]. 
ing but at a 15% discount. The ap. 
pelate division of the New York courts 
upheld Allstate. But the highest court. 
the court of appeals, granted NYFIRO 
the right of appeal. That case was 
argued May 26, 1959. 

On commercial lines, Allstate fileq 
rates deviating 15% from those of 
NYFIRO. Hearings resulted; hun- 
dreds of pages of testimony were tak- 
en, as in the dwelling rate case. The 
department approved the filing, but 
on May 1 NYFIRO served notice of its 
intention to appeal. The deviation js 
renewable yearly. Mr. Moser suggested 
that “the donnybrook will never end.” 

During the five years of litigation, 
which isn’t over yet, Allstate has 
written countrywide $26 million of fire 
and EC at rates 15 to 20% below bur- 
eau rates and has made a profit on it 
of more than $5 million. In New York, 
premiums have been $3 million, profit 
more than $900,000. 


N. ¥. Cost Is $78,000 


Out of pocket expenses due to litiga- 
tion and hearings in New York have 
been more than $78,000. This does not 
include salaries of officers and em- 
ployes involved in the New York hear- 
ings. 

He said he had tried to be temper- 
ate in presenting the New York situa- 
tion. He intentionally omitted adjec- 
tives. But the average company could 
not pursue the Allstate course, which 
it has done so far successfully. 

“The act of companies collectivety 
to subject a competitor to vexatious 
administrative hearings and litigation, 
where the cost to the individual mem- 
bers.of the group for the hearings 
and litigation is negligible, but the cost 
to the competitor is so large that it 
cannot defend itself, is as coercive as 
any means of destruction that can be 
devised,” he declared. 

“Is there a plan afoot to compel 
price uniformity and destroy compe- 
tition in the fire business,” he asked. 

In Idaho, Allstate’s application to Ida- 
ho Rating & Surveying Bureau for a 
subscribership for “examining services 
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enly,” was acted upon only after six 
months and favorable action was then 
made contingent on agreement to pay 
100% assessments on its premiums, ad- 


justed to the bureau level. After 
months of delay, Allstate asked for a 
hearing. Subsequently the commis- 


scener ordered the bureau to admit 
Allstate as a subscriber at the 50% 
rate assessment prescribed in its rules 
for “examination services.” 


Duplication Of Members 


Mr. Moser said it was interesting to 
note that seven of the 16 members 
of the governing committee of 
NYFIRO in 1955 were also members 
of the governing committee of Pacific 
Fire Rating Bureau, which sponsored 
the Arizona partial subscribership 
rule, which North America knocked 
out in the supreme court of that 
siate. The same counsel appeared 
for the Pacific bureau in Arizona as 
for the Idaho bureau. 

However, he concluded, commission- 
ers could have done no more. They 
made rulings promptly in accord with 
rating laws and permitted competition 
consistent with public interest. 

Mr. Leftwich testified that a rea- 
sonable degree of competition has 
been maintained in casualty. How- 
ever, he said, his companies have 
had a number of problems in states 
with statutory rating bureaus and oc- 
casional difficulties in certain states 
that have all-industry rating laws. 


Opposes Cutthroat Competition 


He said Nationwide does not believe 
in unrestricted competition. There is 
fair competition and cutthroat compe- 
tition. The latter does not benefit 
the public or the industry. States are 
responsible for prohibiting unfair 
methods—misleading advertising, for 
example, or coercive placement of in- 
surance. 

He, too, has found in fire espec- 
ially a number of regulatory bottle- 
necks and frustrations. He cited ex- 
perience in Virginia on fire and home- 
owners deviations and on the install- 
ment payment plan in Ohio. Difficul- 
ties also were experienced on home- 
owners in North Carolina, District of 
Columbia, New Jersey, Kentucky, 
Michigan, Indiana and Tennessee. In 
Michigan and Indiana departments re- 
quired payment of rating bureau mem- 
bership assessments on homeowners 
premiums as a precedent to approval of 
a rate discount. Nationwide is paying 
the assessments under protest. 

Tennessee turned down the home- 
owners because Tennessee Inspection 
Bureau didn’t have a farm plan like 
Nationwide’s, he said. The law pro- 
hibits a bureau or company filing a 
rate plan filed already by another 
company or bureau. If Nationwide’s 
filing had been approved, the inspec- 
tion bureau could not have filed theirs. 
The bureau since has filed a plan simi- 
lar to Nationwide’s, which bars that 
company from filing its farm home- 
owners plan. Also, he said, that bur- 
eau has notified the company it must 
subscribe to all its services, or it can- 
not subscribe at all. 


Troubles In Indiana 


For 16 months, Mr. Leftwich said, 
Nationwide has been trying to get ap- 
proval of its homeowners rates in In- 
diana. Yet in that period the rating bu- 
reau got approval of a filing that re- 
duced HO rates as much as 30% be- 
low Nationwide’s. After the law was 
changed to permit independent multi- 
ple peril filings by bureau subscrib- 
ers, the department objected to the 


program on grounds that the entire HO 
situation was confused. The depart- 
ment asked the company to confine 
its HO activity to non-farm dwellings. 
But May 17 the department approved 
the independent filing of Nationwide 
in its entirety. 

In New York, Rhode Island, Mary- 
land and Michigan, departments con- 
tend that since Nationwide subscribes 
to rating bureaus for farm business, it 
must use bureau rates and forms, de- 
viate, or withdraw from the bureaus 
for farm business. The first two pro- 
cedures give the bureaus jurisdiction, 
and Mr. Leftwich said he didn’t want 
that. Also, Nationwide plans to write 
regular fire on farm risks on a bureau 
basis so it sees no reason to withdraw 
from the bureau on this business to 
write its homeowners on farms. 


Moved To Withdraw 


The company moved to withdraw 
from the bureau on farm business in 
New York but has been unable to ob- 
tain approval for the farm portion of 
the HO filing. To date, the fire com- 
pany’s HO filings can’t be used in 
whole or part in Michigan, Illinois, 
Tennessee, New York, Rhode Island 
and New Jersey, he said. 

A favorable climate for free enter- 
prise under state regulation, Mr. Left- 
wich said, has enabled his group to 
adopt a number of innovations. These 
include reduced auto rates, at present 
about 20% off bureau; adopt all lines 
operation with agents selling every- 
thing including life, a practice becom- 
ing more prevalent today; use of in- 
dependent contractor agents who 
represent the group exclusively; pay- 
ment of lower commissions, which has 
been one reason it could reduce rates, 
yet at the same time giving agents 
the means to increase production and 
income. 


Work With Local Units 


Also, use of working arrangements 
with mutual aid organization such as 
cooperative, credit union, and farm 
bureau, which helps open doors for the 
insurer; establishment of policyholder 
advisory committees; merit-demerit 
insurance through the new Nationwide 
General, a plan since adopted in Cali- 
fornia by the automobile rating bur- 
eaus; family compensation in auto 
BI, regardless of fault; simplified and 
illustrated auto policy, and indepen- 
dent homeowners filings including 
farm dwellings. 

In casualty, the company’s experi- 
ence has not been so frustrating. But 
there have been troublesome incidents. 
New Jersey and District of Columbia 
have refused to approve the family 


against public policy. Yet many other 
states have approved it. 

The Oregon department has _ pro- 
hibited payment of dividends to groups 
of auto risks in accord with loss ex- 
perience. This has hindered the com- 
pany’s attempts to test a modified 
form of group auto insurance distri- 
bution. After Nationwide filed a mod- 
ified group auto rate plan for approval 
in 1957, 20 states adopted legislation 
or rulings that outlaw group auto. Mr. 
Leftwich said he assumed that such 
action was caused by fear that econo- 
mies of group auto threaten other 
methods of distribution. Similar oppo- 
sition was expressed when group life 
first appeared. : 

The casualty company also has en- 
countered serious delays in approval 
of rate filings. It filed for auto rate 


increases in New York last Sept. 25 
and still has not received approval. 
With inadequate rates, Nationwide and 
other companies are forced to under- 
write business more. stringently, he 
declared. 

In North Carolina and Virginia, op- 
eration of statutory rating bureaus re- 
stricts competition in price and prod- 
uct. 

The casualty company also is hav- 
ing difficulty with assigned risks. De- 
partments in many states have re- 
fused to permit companies to charge 
premiums adequate for this class. 


American Municipal Assn. repre- 
sents 13,000 cities, Mr. Miller com- 
mented. He is chairman of the asso- 
ciation’s committee on fire insurance 


grading and rating. The basic yard- 
(CONTINUED ON PAGE 46) - 








Mire and more independent insur- 
ance agents every day are saying to 
our representatives, “Glad we could 
get together!” Why? Because Paw- 
tucket Mutual best of all fulfills their 
agency’s insurance needs. 

If your’re looking for along estab- 
lished company . . . one which offers 
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large line facilities, an excellent rate 
of dividend, attractive agency con- 
tracts and a favorable commission 
scale, then Pawtucket Mutual should 
be your choice. Remember, too, all 
“PM” loss payments are settled 
promptly and efficiently by inde- 
pendent adjusters. 


PAWTUCKET MUTUAL 
INSURANCE COMPANY 
25 MAPLE STREET, PAWTUCKET, R. I. 
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to understand . . 


For further information, write Accident 
and Sickness Department. 


ered expense item. Considerable coverage for a considerate premium. 


Wolverine’s Major Medical Policy is designed especially for Casualty Agents . . . easy 
- easy to sell! Maximum Benefits are: $5000. with $300. or $500. Deduct- 
ible and $10,000. with $500. or $1,000. Deductible. Available to families or individuals 
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SIDE the hospital. No “inside” limits for hospital room and board, surgery or any cov- j 
either with or without basic Hospitalization insurance. | 
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Work Of National Board Committees 
Revealed In Reports At Annual Parley 


NEW YORK—Agents’ balances; de- 
centralization of cities into suburban 
business centers and subsequent re- 
habilitation of downtown areas, both 
of which produce serious problems of 
fire hazard; the major influence of 
late alarm in producing large loss 
fires; public relations in the field of 
fire safety; and other topics were cov- 
ered in detail in the committee reports 
of National Board at its annual meet- 
ing here. 

Two members of the accounting 
committee represent the board on the 
all industry committee which has been 
working with the New York depart- 
ment for two years on the agents’ 
balances problem, William MacLean, 
president of National Union, reported 
as chairman of the accounting com- 


mittee. 
At the meeting last April 9, the 
department pronounced unacceptable 


proposals of the all industry commit- 
tee for a determination of a reserve 
for bad debts which had been pre- 
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Globe and outgoing 
NAVA president; 
and Frank G. Hal- 
ey , vice-president 
America Fore. 


sented to the department a year ago. 
Following that meeting, the industry 
committee formed two subcommittees, 
one to formulate a_ definition of 
agents’ balances and the other to 
reach a determination of overdue 
balances. 

Subcommittees of the executive 
committees of Assn. of Casualty & 
Surety Companies and National Board 
have recommended that in the fire 
and casualty annual statement, real- 
ized capital gains and losses’. be 
treated as a surplus item on page 4, 
with the understanding that federal 
income taxes be treated as heretofore 
in the annual statement, and that the 
intent of this recommendation in no 


way affects the prerogatives of com- 
panies in reporting to their stock- 
holders. 


Try To Simplify Blank 


The committee is continuing its ef- 
forts to improve and simplify the 
annual statement blank, with the ob- 
jective of eliminating statistical data 
not essential to a statement of finan- 
cial position and progress, Mr. Mac- 
Lean said. 

A large number of suggestions for 
changes in the annual statement were 
reviewed by the committee, and a 
number were recommended for adop- 
tion by the blanks committee of NAIC. 
Seven recommendations were adopted. 
Others were rejected or withdrawn. 

Decentralization of business. in 
shopping centers at considerable dis- 
tances from downtown areas contin- 
ues, Frank F. Dorsey, vice- president 
of U.S.F.&G., said in his report on 


fire prevention and engineering stand- 
ards. The location of these high value 





districts in sections where the water 
supply may be weak and fire depart- 
ment distances excessive creates se- 
rious problems. 


in some municipalities, he said, 
these shopping centers are now the 
principal business districts. Special 


studies are being made of a number 
of such centers in several states to 
determine if any changes are needed 
in municipal fire protection as a result 
of this new type of business district. 

Adoptions of the complete fire pre- 


vention code and of the abbreviated 
edition stands at 1,438, up 324, he 
reported. 


To keep up with the increasing use 
of extra-hazardous chemicals which 





John F. Neville, secretary American Insurance Assn.; Milton W. Mays, vice- 
president America Fore; Roland Lange, vice-president Hartford Fire, and 
Robert Miller, senior vice-president of National Union. 


in some cases have the properties of 
both flammable liquids and explo- 
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The official family of National Automobile Underwriters Assn.—Howard 
Omsberg, manager; Charles J. Haugh, vice-president Travelers, treasurer; 
Tudor Jones, vice-president Aetna Fire, president, and Mortimer E. Sprague, 


vice-president Home, vice-president. 


sives the research division has made 
special studies of products identified 
in the fire prevention code as “poten- 
tially explosive chemicals,” Mr. Dor- 
sey said. Two rail explosions involving 
nitromethane during 1958 received 
wide publicity and emphasized the 
need for information on the fire and 
explosion hazards of products of this 
class. Ammonium nitrate, another 
potentially explosive chemical, has 
found increasing use in fertilizers and 
in blasting agents. The safety of large 
movements of ammonium _intrate 


E. A. G. Manton, 
president Ameri- 
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Underwriters; E. G. 
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ident Employers 
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through waterfront facilities has re- 
ceived special attention. 

He said the research division has 
been active in preparing standards 
for packaging and transporting radio- 
active materials. It has provided in- 
formation for use by the municipal 
survey division in its efforts to check 
the effectiveness of municipal fire de- 
partments in keeping up with the use 
of radioactive materials in the areas 
under their jurisdiction. 

One outgrowth of municipal decen- 
tralization, Mr. Dorsey said, is the 
attempt in a few cities to make the 
downtown business areas more attrac- 
tive to the consuming public. Plans 
have been drawn in one city to enclose 
several downtown streets to form an 
air-conditioned shopping plaza con- 
necting numerous buildings at the 
street level with parking facilities 
underground. This arrangement intro- 
duces a serious problem. It creates 


large single fire areas and reduces 
fire department accessibility. Auto- 
matic sprinkler protection for the 


plaza areas has been recommended. 

One deficiency in fire departments 
is lack of manpower. Decreases in 
number of working hours per week 
have decreased the actual number of 
men on duty. In some cities the num- 
ber of men has been reduced to the 
point where little more than use of 
first aid appliances can be expected. 

In many cases municipal water 
supplies have been improved, he add- 





ed. This is due in part to increased 
water demands caused by widespread 
use of air conditioning equipment, an 
increase in water-using appliances in 
households, and extended lawn sprin- 
kling. At the current rate water con- 
sumption, one gallon per capita per 
year, and the resulting demand for 
more, point up the need for more 
attention to over-all water resources, 
he advised. 

A committee of the advisory engi- 
neering council, composed of local and 
regional inspection boards, bureaus 
and service organizations is active in 
developing a program for classifying 
roof constructions as to resistance to 
wind damage, he reported. 

The Baltimore Salvage Corps closed 
June 30, last year, Boston Protective 
Department April 30, 1959. Worcester 
Protective Department and Chicago 
Board have voted to shut down by 
June 30, this year. Cincinnati Under- 
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writers Salvage Corps will close June 
30. Albany Board has discussed with 
city officials suspension of salvage op- 
erations by that patrol by June 30, 
Mr. Dorsey said. 

Losses At $1 Billion 

The number of fires in the United 
States declined slightly in 1958, but 
losses, having hit $1 billion for the 
first time in 1957, continued upward 
in 1958, E. H. Forkel, president of 
National Fire, reported. 

Fires number 846,097 in communi- 
ties of 2,500 population or more, com- 
pared with 847,396 in the preceding 
year, a decrease of 1,299. The 1958 
loss figure here was, however, 3.2% 
above the 1957 amount. 

Building fires, 414,578, showed a 
3.5% increase over 1957 and approx- 
imately 2% more than the average of 
the past five years. Residential fires, 
299,861, were up 3.75% and 2.5% 
over the average for the past five 
years. 

The increase in residential fires 
and all building fires occurred in all 
sizes of cities except in the one mil- 
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lion and over population group, Mr. 
Forkel said. In contrast, cities in the 
500,000 to 1,000,000 population group 
showed by far the greatest increase 
in number of fires. 

As to large loss fires, during the 
year, 749 reports representing a total 
estimated loss of $150,000,000 from 
boards and bureaus were analyzed. 
Of the 2,000 fires of $100,000 and 
over which occurred during the five 
years, ended with 1958, 27% or 540, 
were in communities of less than 
5,000 population; and 382 fires caus- 
ing losses of $100,000 or more were 
in communities with a population of 
2,500 or less. 


Large Loss Fires 

Large loss fires now are not un- 
common in communities with inade- 
quate fire protection, which probably 
is a reflection of the trend of industry 
to move to smaller communities 
which lack the fire department, water 
supply and other facilities necessary 
to provide the required protection, 
Mr. Forkel said. 

A new factor code, fire alarm re- 
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sponse, is being used. In 228 of the 
fires, practically 40% of the 573 fires 
causing losses of more than $100,000, 
the building was heavily involved up- 
on arrival of the first alarm response 
apparatus. In 370 fires, 65% of the 
total, the spread of fire was due to 


delayed discovery where detection 
was made by an outsider, police or 
other person not connected with the 
risk. 

Matches and smoking continued as 
the top cause of fire claims, 25.2%. 
They caused 15.4% of the dollar 
loss. Electricity caused 20.7% of 
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claims, 33.6% of the loss. Lightning 
caused 12.8% of claims and 6.2% of 
the loss; and heat, flame, or sparks 
caused 12.8% of claims and 6.9% of the 
loss. 

More than 18 million pieces of Fire 
Prevention Week material were dis- 
tributed in 1958 in response to 5,500 
individual requests, Roland H. Lange, 
vice-president of Hartford Fire, re- 
ported for the public relations com- 
mittee. More than 1.5 million posters 
went out, over 500,000 for organiza- 
tions outside the business. 


Special fire prevention activity 
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WANTED 


Large Midwestern Automobile In- 
surer has attractive opening for am- 
bitious man with background in 
insurance accounting to assist chief 
financial officer with accounting, 
procedures, and financial functions. 
Applicant must be able to work well 
with associates and should have ad- 
ministrative ability. College gradu- 
ate with accounting degree pre- 
ferred, age 32-40 years. Give full 
particulars in first letter. Salary in 
line with proven ability. Write Box 
G-72, c/o National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 








AUTO CLAIMS ADJUSTER 


Man with minimum of 2 years auto claims 
experience or legal training. Home office 
of well established . . . rapidly growing 
company located in Springfield, Ill. Salary 


open depending on qualifications. No 
travel... 5 day week... paid vacation 
and holidays . . . Group Ins. . . . Pension 


. numerous other benefits. 
Send complete résumé of personal data, 
education, experience and starting salary 
required. Box G-80, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ACCOUNTANT 
Exce!lent opening and future for responsible man 
22 to 35 experienced in Life and/or Casualty 
Accounting with accredited courses in account- 
ing. Good paying position Midwest multiple line 
company. Write Box G-46, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chicago 4, 
Hll., stating qualifications and personal résumé. 








WANTED 


Fidelity and Surety Special Agent for 
State of Indiana. Minimum of two years 
experience either as an Underwriter or 
Special Agent. Write to: Wolverine Insur- 
ance Company, Bond Department, Battle 
Creek, Michigan. 





CHIEF ACCOUNTANT-POTENTIAL 
ASSISTANT CONTROLLER 


Our practice is to promote men within our 
organization for responsible executive posi- 
tions. However, due to rapid growth, it is 
necessary to find someone as soon as pos- 
sible between 25 and 40 with the following 
qualifications: 
1) College degree or equivalent 
2) Ability and experience in supervision 
3) Casualty and Fire annual statement ex- 
perience and familiar with IBM 
4) Wants permanent good paying position. 
This opening is with a fast growing multiple 
line insurance company in Michigan. If you 
can qualify for this position, write Box G-76, 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 








NEW ILLINOIS STOCK COMPANY 
wants experienced Casualty man 
with executive ability for President: 
also want Underwriter; good Claim 
man and Bookkeeper or Accountant. 
Top salaries to start. Write or phone 
Mr. Arnold Alexander, 33 N. La Salle 
St., Chicago, Ill. RAndolph 6-481 2. 








WANTED 
CLAIMS MANAGER 


Chicago Branch Office has opening for expe- 
rienced man with Auto Liability and General 
Liability background. Good opportunity. Reply 
Box G-79, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








SALES REPRESENTATIVES 
Progressive direct writing multiple line stock 
company has opportunities for several salaried 
representatives. Desire personable experienced 
men age 30 to 35, colleg2 trained and C.P.C.U. 
preferred. Excellent salary and fine profit shar- 
ing plan. Please furnish complete résumé of per- 
sonal, educational and business experience. Reply 
Box G-81, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








WANTED 

Position as Field Supervisor or Special Agent. 
Have worked as Special Agent for Multiple 
Line Co. for 7 yrs. Now Own and Manage Gen- 
eral Agency for 2'/, years. 30 years old, married. 
Will relocate, prefer Ohio or Surrounding States. 
Reply Box G-82, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, III. 








FIELD REPRESENTATIVE OPPORTUNITY 


Progressive Mutual Multiple Line Company 
has excellent opportunity for fieldman to 
cover two mid-west states. Reply Box G-74, 
National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Ill. 


FOR SALE: LOCAL AGENCY 
Country town, population 600. Fifty miles from 
Denver, Colorado. 1958 commissions $13,200. 
Reason for selling: agent retiring. Full price for 
cash $12,500. Reply Box G-84, c/o The National 
Underwriter Co., 175 W. Jackson Blyd., Chicago 
4, Ul. 














Officers of National Board: Lester S. Harvey, president New Hampshire 
Fire, treasurer; Charles P. Jervey, vice-president Travelers Indemnity, secretary; 
John H. North, president Phoenix of Hartford, vice-president, and Lewis A. 
Vincent, general manager. H. W. Miller, U. S. general attorney Commercial 
Union, who was reelected president, was in England. 


was school fire safety, following the 
tragic Chicago school fire. More than 
2,150 requests were received for 
quantities of the board’s School In- 


spection Blank, and the booklet Fire’ 


Safe School Buildings. More than 
300,000 copies of the blanks were 
sent to fire departments, city offi- 


cials and schoolmen across the coun- 
try following the tragedy. 


Millions View Films 


In motion pictures, 1,360,000 per- 
sons viewed the films in the board’s 
current film library during 1958— 
5,500 bookings resulted in a total of 
15,700 showings of the films. In addi- 
tion, 292 TV bookings carried the 
film messages to additional millions. 

Nearly one million copies of a new 
Christmas pamphlet were distributed. 
The holiday safety program included 
a “minute movie” for showing cn TV 
and in movie theatres, and a _ six 
minute film, “The Happy Chief.” 

The problem of under-insurance 
and the need for insurance adequate 
for today’s rising costs and rising 
values continue to be _ stressed. 
“What’s Wrong With This House?” a 
new folder for use in the field, points 
up the need for reviewing insurance 
coverage. It followed the folder, “The 
Tragedy of Underinsurance,” of which 
750,000 copies were distributed by 
stock company agents during 1958. 
Banks and other lending institutions 
also lent weight to this program 
through mailing pieces advising cli- 
ents to review their insurance protec- 
tion. 


Milton May’s Report 


National Board continued to serve 
as official statistical agent for the 
departments of Hawaii, Puerto Rico 
and all states except Louisiana, Mon- 
tana, California and Texas, Milton W. 
Mays, vice-president of America Fore 
and chairman of the actuarial bureau 
committee reported. 

However, in Texas insurance au- 
thorities recently have adopted the 
fire codes of the “standard classifica- 
tion of occupancy hazards” with a 
few subdivisions relating to business 


considered important in Texas. In 
five years’ time it is expected that 
the old special Texas codes will be 
droppeci. 

During 1958 the actuarial bureau 
received 5,820 fire and allied lines 
classified experience reports from 
companies reporting almost 200 more 
than during 1957. Homeowners data 
for 1957 collected during 1958 showed 


a very marked increase over 1956 
with the card volume being about 
20% larger. This was expected, how- 


ever, in view of the growth of this 
type of policy. Next year when data 
on the new homeowners policies are 
submitted, the card volume will be 
two or three times as great because 
of further expansion in the use of 
homeowners policies and because of the 
requirements for expanded statistical 
data. 


Number Almost Identical 


The number of adjusters’ loss re- 
ports received for the fiscal year 
1958-1959 was almost identical with 
the number received for 1957-1958, 
when the total was 306,645. For 1956- 
1957, 297,282 reports were submitted. 
The increase during the last two 
years came about because fire losses 
under homeowners and inland marine 
policies now are added to actuarial 
bureau records. 

Special efforts were made last year 
to speed up the reporting of data to 
the actuarial bureau and to hasten 
the completion of reports after the 
data had been received, Mr. Mays 
said. 

The present 127 employes in the 
bureau is seven less than last year. 
The bureau is having considerable 
difficulty in obtaining qualified per- 
sonnel for replacements, he said. 


Incendiarism And Arson 


John Newlands, general attorney of 
Scottish Union, chairman of the com- 
mittee on incendiarism and _ arson, 
reported that special agents of the 
arson department investigated and 
reported on 3,698 cases involving 
questionable fire losses in 1958, an 





WANTED 
ARIZONA AGENCY POSITION 


Prepared to purchase participation now or later. 
Consider interim employee or solicitor status. Ten 
years fire company office and field work under- 
writing, engineering, solicitation. Sound produc- 
er. Under 40, married, children, no health prob- 
lem. Reply Box G-78, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











WANT TO BUY CAS. CO. 


Any state—Interested in purchase of all or 

controlling interests of pany or 

ment agency. We are experienced people in 

casualty field with some capital available. Reply, 
CHARLES MANAGEMENT, INC. 

1200 N. Dearborn Chicago 10, Ill. 














ACTUARY 


Wanted by century-old capital stock multiple 
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increase of 263 over the preceding 
year and more than in any one of the 
past five years. 

The investigations resulted in 504 
arrests, a decrease of 29, but in 282 
convictions, five more than the pre- 
vious year. There were 28 acquittals, 
compared with 34 in 1957. 

In view of the noticeable increase 
in fires set to collect insurance dur- 
ing recent years, a study was made 
of 578 cases in 1958 in which appar- 
ent motivation for the fire setting was 
to defraud insurance companies, Mr. 
Newlands said. The analysis showed 
that more than 50% of the occupan- 
cies involved were private dwellings. 
The aggregate insurance at risk on 
the 578 cases was more than $19,900,- 
000. 

Report On Island Marine Cases 


National Board agents also investi- 
gated and reported on 644 inland 
marine cases during 1958. Recoveries 
totaling $442,104 were made in cases 
in which board agents actively par- 
ticipated. The department gave spe- 
cial attention to the inland marine 
work in the Miami Beach area. The 
number of losses reported this season 
was almost identical to that of last 
year—84 against 83 the preceding 
vear. Claims involved $1,166,991, a 
drop of $77,000. However, a larger 
percentage of 1958 losses was covered 
by members of the board. 

One suit in Indiana for damages 
arising out of an arson investigation 
was dismissed during the year and 
releases were exchanged. A_ second 
suit, in Tennessee, also for damages 
arising out of an arson investigation, 
was dismissed by a circuit court judge 
while preparations were being com- 
pleted for trial of the case. A suit 
charging libel and slander remains 
pending in Detroit. 


Interest In Building Codes 


Interest throughout the country in 
adoption of up-to-date building codes 
is higher today than ever, A. T. Chis- 
holm, U.S. manager of Pearl, reported 
as chairman of the committee on 
construction of buildings. The devel- 
opment of many new materials and 
methods of construction of buildings 
has made it important for communities 
to have up-to-date building codes in 
order properly to cover new develop- 
ments in the field of building con- 
struction, he said. 

Reports of 44 adoptions of the com- 
plete national building code of the 
board were received during the year, 
as well as 38 adoptions of the abbre- 
viated edition. Adoptions of the vari- 
ous editions now total 1,180, he said. 
National Board activity in this field 
dates from 1868, at the time of the 
organization’s second annual meeting. 


To Confer With Officials 


Staff engineers visited 74 cities and 
three counties to confer with officials 
on problems related to the adoption 
and enforcement of building codes. 
They met with state and national 
building officials’ organizations and 
worked with officials having questions 
on building construction, interpreta- 
tion of code provisions, fire resistance 
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John J. Iago, vice-president Fidelity 
& Deposit, and Hugh Harbison, counsel 
Travelers, add a multiple line atmos- 
phere to board’s annual luncheon. 


rating and other related matters. 

Losses totaling $4,453,701 on 11,639 
claims were paid by stock insurers on 
claims arising from the tornado 
which struck St. Louis and St. Le tis 
County last Feb. 10. Within 60 days 
the majority of the losses had been 
adjusted, F. John Barclay, vice-pres- 
ident of Maryland Casualty and 
chairman of the committee on adjust- 
ments, reported. 

Loss adjustment practices have 
been under continuous study, he said. 
The committee has made recommen- 
dations designed to improve and ac- 
celerate the adjustments. 


Arbitration Cases 


In the past year, action has been 
taken on 13 arbitration cases. In ad- 
dition, the fire arbitration agree- 
ment was revised to simplify the 
procedure without affecting the in- 
terest of companies requesting arbi- 
tration. The guiding principles for 
adjustments are being broadened and 
consolidated. The changes cover prob- 
lems arising from new policy forms. 

Five scholarships made possible by 
a $4,500 grant from the board have 
been awarded by American Institute 
of Architects to five selected college 
architectural students. 

This is the sixth year the board 
has made the scholarship grant avail- 
able to the Institute. 

Membership now totals 211, down 
six, due largely to mergers, J. R. 
Robinson, president of Phoenix As- 
surance, reported. Ten companies 
joined the board during the year. 


Joyce Named President Of 
Minnesota CPCU Chapter 


Joe J. Joyce, American Hardware 
Mutual, has been elected president of 
Minnesota chapter of CPCU. Robert 
Armstrong, State Farm Mutual, was 
named vice-president, Richard Fran- 
zen, Wirtz-Wilson, Inc., secretary, and 
Rolland H. White, Anchor Casualty, 
treasurer. 


Cincinnati CPCUs Elect 


J. R. Trainer, Cincinnati agent, has 
been elected president of the Cincin- 
nati CPCU chapter. R. E. Fey, Haas 
agency, is vice-president; K.I. Watson, 
Ohio Casualty, was elected secretary, 
and z\. E. Wahlke, Midwestern Indem- 
nity, treasurer. 


Flint Insurance Women Elect 

Insurance Women of Flint has 
elected Mrs. Earl M. Brohl president. 
Others elected are Mrs. Carl W. Vun- 
Cannon, vice-president, Evelyn M. 
Rastetter, treasurer; Josephine Bel- 
anger, recording secretary, and Mrs. 
Jane C. Kruszewski, corresponding 
secretary. 


New Ind. WC Rates 
Show Over-All Decrease 


New rates for workmen’s compen- 
sation have been approved by the 
Indiana commissioner effective July 
1, producing an over-all decrease of 
.4 of 1%. Breaking the new rates into 


the three general categories into 
which Indiana industries are placed 
for insurance purposes, the new 


rates show a 3.7% decrease for con- 
struction industries; a 1.2% decrease 
for manufacturing; and a 2.8% in- 
crease in all others. As to the 600 
individual classifications, 397 will re- 
ceive a reduction, 151 will have an 
increase, and 52 will remain un- 
changed. The total saving to employ- 
ers is estimated at $100,000 by Com- 
missioner Palmer. ; 

The decreased rates were possible 
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despite 1959 amendments in the Indi- 


ana WC and occupational diseases 
laws which increased weekly bene- 
fits from $36 to $39 and increased 


duration of benefits in many catego- 
ries. Altogether, the amendments ac- 
counted for a 4.5% increase in insur- 
ance rates, which was more than 
offset by a favorable industrial acci- 
dent frequency. 

In approving the new rates, Com- 
missioner Palmer pointed out that 
Indiana again has the lowest WC 
rates of any industrial state—a fact 
that is stressed in attracting new in- 
dustries to the state. 


Boston has moved its New England 
office to 88 Pearl Street, Boston. The 
ocean marine and loss departments will 
remain at the nearby home office 
building at 87 Kilby Street. 
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Fire Rating Problems Get Top 
Billing In O’Mahoney Hearing 


(CONTINUED FROM PAGE 33) 


stick for evaluating fire protection 
facilities of cities is National Board’s 
grading schedule, he commented. 

~ The most frequent city criticism of 
the schedule stems from the fact that 
the relative importance of its major 
features have remained substantially 
unchanged over the years. 

In 1949 his association made a study 
of the mechanics of fire insurance 
ratings. A committee on the subject 
held exploratory discussions with Na- 
tional Board, with the idea of clari- 
fying points of view and to lay the 
groundwork, it was thought, for con- 
sideration, in the board’s planned re- 
vision of the grading schedule, to ci- 
ties’ points of view. 


Association Was Critical 


But the revision was adopted with- 
out anticipated review by city repre- 
sentatives. The association was critl- 
cal. However, by 1959, there was a 
better understanding of the problems 
of the board and the cities, and he 
was optimistic about clarifying dif- 
ferences and finding reasonable solu- 
tions. ; 

Mr. Saltzstein said in many in- 
stances, an improved rating does not 
result in a saving in fire insurance pre- 
miums, though it is generally argued 
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rating is to keep premiums down. In 
that the main reason for a good 
other instances, the municipal cost to 
secure an improved rating not off- 
set by savings in insurance. 

Underlying the whole problem, he 
said, is the fact that the grading 
schedule emphasizes fighting confla- 
grations. There is a marked difference 
in techniques, manpower and equip- 
ment required to meet the usual one- 
or two-alarm fires and protecting a 
city against the largest conflagration it 
might ever anticipate. 


Grading Application Uncertain 


Even board executives agree that 
the proper application of their gradings 
is uncertain, he said. However, it is de- 
veloping more realistic attitudes to- 
ward the many new and cost saving 
techniques being developed by muni- 
cipal officials. 

He said several aspects of town 
grading “solicit investigation”—Do fire 
rates properly reflect loss ratios, jus- 
tifiable reserves, operating cost and a 
reasonable profit? Are fire insurance 
costs properly and equitably allocated 
among insured in terms of classes of 
property, among the states and na- 
tionally? Is undue emphasis being 
placed upon National Board’s grading 
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schedule and_ insufficient attention 
given to actual fire loss ratios in rela- 
tion to rates? 

Also, is the schedule encouraging 
unreasonable municipal expenditures 
for fire protection services to the prin- 
cipal benefit of insurers? Does appli- 
cation of the grading process in its 
arbitrary and empirical form, 
coupled with infrequent grading pro- 
duce a proper relationship between 
communities in a rate making juris- 
diction? What improvements can be 
made in grading and rate making to 
assure equitable rates with a proper 
return to those underwriting fire loss- 
es? 

These questions, he _ said, re- 
quire study by experts with a view 
to possible federal action. Federal re- 
sources should be used to give this 
problem the consideration it deserves. 


California Agents To 
Push Anti-Trust Suit 


(CONTINUED FROM PAGE 1) 

on automobile insurance in an alleged 
conspiracy in violation of the anti- 
trust laws, notified members that it 
will contest the ruling handed down 
by Federal Judge Wollenberg, who 
dismissed the case for failure to state 
a claim. 

The league said in a statement that 
Judge Wollenberg’s decision is without 
precedent in California. It is contrary 
to the one made recently by Federal 
Judge Wham on the question of juris- 
diction. The two judges are now placed 
in disagreement over the jurisdictional 
issue. Judge Wham said the federal 
court does have jurisdiction because 
California. statutes are silent on the 
matter of commissions, but Judge Wol- 
lenberg dismissed the case because he 
said the plaintiffs failed to state a case 
and that they have remedy under 
state law. However, Judge Wollenberg 
allowed the agents 30 days in which 
to file an amended complaint. 


Taking Immediate Steps 


The league indicated it will take 
immediate steps to resolve the pro- 
cedural issue in which two judges of 
equal jurisdiction are in disagreement. 

“Though the form of this contradic- 
tory ruling was unprecedented,” the 
league told its members, “the officers 
told you from the beginning that the 
matter of jurisdiction in the federal 
courts was an issue which would have 
to be decided in this case. We still 
deem this an important issue and we 
will proceed in the federal courts to 
seek a determination of the difference 
in opinion between these two judges of 
equal jurisdiction before proceeding 
along the other lines open to us in the 
federal courts. 


Attorney Is Instructed 


“Accordingly, we have _ instructed 
our attorney, Joseph L. Alioto, to take 
all necessary steps to resolve the 
anomalous procedural situation of one 
judge directly and admittedly over- 
ruling another judge of equal juris- 
diction. 

“The ruling by the second judge in 
no way terminates this litigation. We 
have it within our right to file an 
amended complaint and continue the 
litigation along the lines originally 
planned. 

“However, deeming the question of 
contradictory ruling important enough 
to have resolved at this time, the case 
will go forward by doing this first. In 
the event this procedural matter can- 
not be worked out, we are still free to 
continue the case under an amended 
complaint which we most assuredly 
will do.” 
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Ga. Agents Debcte 
Automation Impact 


(CONTINUED FROM PAGE }) 
tion and answer period drew sharply 
divergent views. 

In a presentation which reflected g 
thoughtful approach to electronics 
E. T. Kyllo, secretary data-processing 
division of Royal-Globe, declared that 
it is perhaps unfortunate that intro. 
duction of electronics in the business 
has been coincident with concern oy» 
underwriting losses, rising expenses 
and competition. Electronic methods 
are neither the cause nor effect of 
these problems, but as the business 
searches for answers, electronic ma- 
chines are frequently mentioned jn 
the same connection. The relation be. 
tween need for savings and a turn to 
electronics as one of several means to 
that end is a coincidence. 


Gradual Adoption 


Mr. Kyllo stressed that application of 
electronics will not necessarily be on 
an over-all basis, but will probably 
vary by class of business and by 
company. Various companies are at 
different stages of electronic develop- 
ment. Individual managements will 
decide on their use, which at present 
is only in its infancy. 

Mr. Kyllo pointed out that, according 
to one manufacturer’s report of sales, 
nine casualty and fire companies have 
large scale equipment installed, and 
35 have placed orders for this type of 
machinery. Some 50 companies have 
one or more medium or small scale 
models with 83 on order. 


Savings Come Slowly 


Insurers are learning—as other busi- 
nesses have—that savings from re- 
duced expenses come slowly. Untold 
hours of planning and costly research 
go into these projects, and, together 
with the sheer size of conversions, 
dictate a long range pattern of ex- 
perimentation and change, Mr. Kyllo 
observed. 

Some companies have learned that 
certain policies—already written by 
the company for agents and brokers— 
can be renewed more economically by 
machine, he continued. This saves not 
only policy writing expense in the 
company operation but effects savings 
in coding, rating and entry costs as 
well. Policies are also generally more 
accurate and neater. 


Company Experience 


A year ago his company began 
electronic renewing of auto private 
passenger policies traditionally written 
by the company for producers in the 
New York area. The company is ex- 
tending this plan to other policy writ- 
ing offices. Private passenger renewals, 
now written in the Atlanta office, are 
scheduled to be taken over by elec- 
tronic machines in New York next 
fall. By that time, the company will 
have included most of the eastern sea- 
board in the program and will realize 
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net savings of more than $100,000 on 
internal operations. 

Only recently, and then at the re- 
quest of agents, has the company 
transferred any agency written auto 
renewals to machine methods. In the 
foreseeable future, the company will 
renew such policies electronically on 
“an invitation basis,” after experience 
in a region with office renewals. 

In Mr. Kyllo’s opinion, policy renew- 
ing by companies will become more 
popular in time as a major electronic 
function, but much research will be 
necessary by bureau companies before 
an extension of the program will be of 
major significance in other highly 
competitive personal lines. Some 
companies may proceed to streamline 
these personal classes on a non-elec- 
rtonic basis, if or when they think it 
necessary and advisable. 

Companies issuing special auto poli- 
cies, in addition to direct writers, are 
undoubtedly planning to combine the 
features of electronic renewing and 
collecting in order to achieve savings. 
It is known that machines can deal 
with continuous policies even more 
economically than with standard re- 
newals, Mr. Kyllo explained. It is also 
known that in addition to the usual 
copies required and the automatic 
entry feature, accounts current for the 
producer can be prepared. At the same 
time, an individual bill in the name of 
the agent can be made up for insured. 


Agents In Opposition 


Charles Wood, Savannah, saw direct 
billing and continuous policies as twin 
evils which foreshadow the end of the 
agency system and the professional 
agent who will be converted into a 
“neddler.” His status will be changed, 
his ownership of expirations will be 
threatened, customer relations will 
deteriorate, and the sales value of his 
agency will drop. Continuous policies 
will accentuate the company name, 
not the agent’s. The need for increased 
limits and other renewal considera- 
tions will be neglected, in Mr. Wood’s 
view. 

He declared that not a single com- 
pany has proved how much it can save 
on continuous policies. Proponents of 
the idea point to success with life 
policies, he noted. But few changes 
are made in the latter, while constant 
changes occur in fire and casualty 
coverages. The mechanics involved 
would be staggering and costly. 


Is Against Direct Billing 


Direct billing would substitute for 
the agent an absentee creditor who is 
not interested in insured, Mr. Wood 
asserted. He is fearful that the agent 
who is converted into a peddler will 
not be able to maintain the sales, 
engineering, loss and other profession- 
al services he now offers. 

Hamilton C. Arnall, Newnan, re- 
emphasized Mr. Wood’s arguments. He 
objects to the loss of contact with 
insured, which he said is implicit in 
direct billing and continuous policies. 
An agent’s only inventory consists of 
his expirations, and they are the sole 
legacy he can pass on to a successor. 
Mr. Arnall believes automation would 
Wipe out these assets. The preserva- 
tion of an agency depends on direct 
contact, he declared, and by-passing 
the agent will be destructive. 


Refutes Arguments 


G. Wilson Page, Hartwell, countered 
these arguments with a “proof-of-the 
pudding” presentation. As a _ small 
town agent with many modest person- 
al accounts, he was losing his auto 
business because of price spread. State 
Farm Mutual appointed a new agent 
in town, and more of Mr. Page’s busi- 


FieNATIONAL UNDERWRITER 


ness went off the books. He was 
forced into action. After consulting 
his companies, he took on Safeco which 
features direct billing and automatic 
renewals. Mr. Page not only salvaged 
his class 1 lines but he is picking up 
additional business previously being 
lost to direct writers. There has been 
no strain on his relations with his 
insured. His agency costs have been 
reduced, he has more time to sell, he 
has not lost any prestige, and, he feels 
his agency is worth more as a result 
of his action. 

Mr. Page said that direct billing and 
continuous policies are not a threat 
to the agency system, but to that sys- 
tem “as we know it.” It has to be 
redefined and given more flexibility. 
The ownership of expirations is an 
academic question, in his opinion. 

He said the agents’ criterion should 
not be saving the agency system, but 
establishing procedures that are in the 
best interest of the customer. Agents 
should fight for what is worth pre- 
serving in the system, but should be 
ready to adopt new, constructive 
methods. 


Pans Company PR 


In a report on Southern Insurance 
Information Service, Rutherford L. 
Ellis, Atlanta, president, said that the 
organization needs at least $30,000 to 
do a good job, but has only raised 
$12,950. The agents, general agents 
and mutual companies are doing their 
part, but the old line companies are 
not cooperating. Only three have con- 
tributed. 

A company he has represented for 
30 years refused to do so, Mr. Ellis 
said, giving the “silly excuse that it 
already has a public relations program 
through Assn. of Casualty & Surety 
Companies and National Board.” Mr. 
Ellis said these organizations do not 
have a public relations program. “Had 
they had one, and had they done a 
good job, there would not be springing 
up all over the country organizations 
such as ours—for the simple reason 
that there would be no need for them.” 
Mr. Ellis thinks that a company which 
takes millions in premiums out of 
Georgia can afford to reinvest a -few 
hundred in promoting good will. 


Buyers More Particular 


William H. Quay Jr., of the Coca- 
Cola Co., president of Atlanta chapter 
of American Society of Insurance 
Management, declared that buyers are 
increasingly insisting that policies be 
written to fit their individual needs 
and that rates be an adequate meas- 
urement of the risk assumed. This 
means more work for agents who can 
no longer merely sit in their offices 
and mail policies to insured. 

There must be competition in rates, 
Mr. Quay observed, but the real com- 
petition, will be in terms of service, if 
the agency system is to survive. Risk 
managers want the agent or broker 
to spend enough time at their plants 
to make a thorough survey and analy- 
sis. They feel that they pay him 
enough to warrant engineering help 
in reviewing plans for new construc- 
tion. They want company inspectors 
to visit often enough to locate hazards 
which can be corrected before costly 
accidents occur. 


Gives Agents Remedy 


Hayne P. Glover Jr., Greenville, S.C., 
executive committee member of NAIA, 
outlined the accomplishments of that 


organization and stressed the impor- 


tance of association effort. He advanced 
his views on current problems in the 
business. They include inadequate 
rates, automobile vexations, diminish- 


ing markets, direct writer and mutual 
competition, rate deviations, lower 
commissions, increased agency operat- 
ing costs, package policies and multiple 
line concepts. All these contribute to 
the agent’s current headache. The 
threat of adverser state and national 
legislation adds to it, but Mr. Glover 
sees the agency system weathering 
the storm and emerging even stronger. 

If lower commissions become more 
prevalent, he said, the only solution 
is to increase production and cut unit 
costs of agency operation. One means 
doing so is through consolidation of 
small agencies to acquire the neces- 
sary volume and strength to combat 
commission cuts more successfully and 
to realize cost savings. Consolidation 
can also help solve agency perpetuation 
problems. 


Reviews Big I Program 


Gus T. Naumann, Atlanta, chairman 
of the association’s public relations 
committee, reviewed the Big I pro- 
gram and its significance to the local 
agent. Georgia has raised more than 
$31,000—70% of its quota. A panel on 
tie-in advertising featured Wilfred 
Gibbs, Augusta; R. Monroe Wall, Col- 
umbus, and Alex P. Smith Jr., McRae, 
with Paul F. Morrison, Columbus, as 
moderator. 

The convention was rounded out by 
an address on education by Dr. Ken- 
neth Black Jr., chairman of the insur- 
ance department, Georgia State Col- 
lege of business administration. He 
emphasized the importance of learning 
as a prelude to earning. The who, 
what, where, when and how to learn- 
ing were thoroughly covered in a panel 
discussion whose participants were 
Sherman Parmenter, Cartersville; John 
Hall, executive director Insurance 
Library Assn., Atlanta; John L. Shell, 
Marietta; Gerry R. Holden Jr., Atnan- 
ta, chairman of the association’s edu- 
cation committee, and C. Robert Hall 
Jr., Atlanta, president of Georgia 
chapter of Society of CPCU. George 
M. Erwin, Atlanta, was moderator. 

Commissioner Cravey installed the 
new officers at the annual banquet 
which would up the program. 


AFL-CIO A&S Insurer Is 


Licensed In Washington 


Federated American of Seattle has 
been licensed in Washington to write 
A&S. The AFL-CIO-owned company 
has authorized capitalization of $4 
million and plans eventually to under- 
take multiple line operations. 

Officers are E. M. Weston, chair- 
man; Wayne Murray Jr., president; 
Andrew J. Zimmerman, executive 
vice-president and secretary, and Wil- 
liam J. Millard Jr., treasurer. 


Elect Bachmann To Head 
Western N. Y. A&H Assn. 


Western New York Assn. of A&H 
Underwriters has elected Adam Bach- 
mann Jr., Fred S. James & Co., presi- 
dent. Also elected are Harry R. Krentz, 
Monarch Life, and Robert A. Woodall, 
Zurich, vice-presidents; Miss Philo- 
mena DeMaria, Manhattan Casualty, 
secretary, and J. Clark Winslow, Con- 
necticut General Life, treasurer. 


Ind. Field Men To Meet 


The annual meeting of Indiana Fire 
Prevention Assn. will be June 24 at 
Culver Inn, Lake Maxinkuckee. Most 
members will stay on for the three day 
meeting of Indiana Capital Stock In- 
surance Assn., which begins June 24, 
also at the Culver Inn. 
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Springfield-Monarch 
First Quarter Good 

Springfield-Monarch has _ reported 


improvement in fire and casualty re- 
sults in the first quarter of 1959 and 
marked gains in life and A&S writ- 
ings. 

Fire and casualty premiums written 
during the period were $13,249,230, an 
increase of approximately $42,000 over 
the first quarter of 1958. The under- 
writing loss of $606,447 compared with 
a loss of $1,697,168. Investment income 
of Springfield F.&M. and New Eng- 
land Ins. Co. was $801,802 for the 
period, and the operating gain was 
$195,355. 

Life in force at March 31 was up by 
$53,550,000 over the first quarter of 
1958 to more than a half billion dol- 
lars. A&S premiums were $5,874,505, 
an increase of $563,471. Life premiums 
increased $226,839 to $2,597,665. 


Montana Mutual Agents 


Elect Shennum President 

Ben Shennum of Scobey has been 
elected president of Montana Assn. of 
Mutual Insurance Agents at the an- 
nual convention at Boulder. Other 
officers are Willis Haskell, Lewistown, 
vice-president, and Llewellan Berry- 
man, Butte, secretary-treasurer. 

Speakers on the program included 
Melvin O. Berdahl, Sunshine Mutual; 
Commissioner Holmes of Montana; 
Clyde Gummow, deputy commissioner; 
W. A. Turne, association national 
director; Judge Lester H. Lobel, Hel- 
ena; and Harry Petry, Central Mutual. 


Would Tax All Written 


Instruments In Michigan 
LANSING—Another taxation pro- 
posal which would affect insurance has 
been offered in the Michigan legisla- 
ture as the lawmakers continue to 
grapple with the _ state’s_ financial 
problem. The revenue “panacea” that 
would affect insurance would place a 
one mill per dollar levy on virtually 
all written instruments executed in the 
state, including specifically all insur- 
ance contracts. It was estimated that 
the tax, if enacted, would produce some 
$65 million in new revenues annually. 


Arizona Blue ‘Goose Elects 


Benson Most Loyal Gander 


Stanley Benson, Springfield F.&M., 
has been elected most loyal gander 
of the Arizona pond. Other officers are 
Donald Eriksen, Northern of New York, 
supervisor; Harris Hayhurst, Standard 
Accident, guardian; Robert Rovan, 
America Fore Loyalty, custodian; Gor- 
don Lowe, St. Paul F.&M., keeper, and 
William Stowe, B. L. Udell agency, 
wielder. 


Michigan Field Men 
To Meet At Port Huron 


Ronald A. Butler, assistant manager, 
and Robert L. Green, director of au- 
dits, Michigan Inspection Bureau, will 
speak at the annual meeting of Mich- 
igan Capital Stock Insurance Assn. 
June 15 at Port Huron. The annual 
meeting of Michigan Fire Prevention 
Assn. will follow. The Michigan pond 
of Blue Goose will meet June 16. 


Creitz Named To Welfare Post 

Allen L. Creitz has been appointed 
health and welfare consultant for the 
group division of Mutual Benefit 
H.&A. He has 30 years’ experience in 
the health and welfare field. 

Mr. Creitz’ offices will be located 
at Chicago. 








“Here’s how I picked up $1,731 
in NEW premiums with more to come.” 


by a Pittsburgh insurance agent 


“When I heard that a contractor was about ready to 
renew his firm’s liability insurance, the first thing I did 
was call Bill Nearing, Special Agent for The American. 


“Knowing we were up against tough competition, Bill 
and I wasted no time making a detailed survey of this 
company’s present liability policies. It paid off! Bill 
found some over-lapping coverages. Back at his office 
he had The American underwriter work out a program 
that eliminated all duplication and offered proper cover- 
age at less premium . . . with The American’s Compre- 
hensive Liability Policy. 


“Needless to say, the contractor was pleased as 
punch. He not only awarded me the policy totaling 
$1,731 in premiums but also promised me, as soon as 
they expired, his personal Homeowners policy, the 
Money and Securities policy on the business, and the 
total Fire line on the office building and other property 
he owned . . . with premiums in excess of $2,000! 


“Believe me, I’m not letting this extra income go to 
waste. That’s a new outboard motor on my boat. And 
that’s Bill Nearing right next to it. It’s a real pleasure 
to take him for a cruise once in a while. After all, he’s 
worked as hard for it as I have!” 


You, too, can help yourself to extra income by 
taking advantage of The American’s fine reputa- 
tion, multiple line facilities and excellent branch 
office services...offering prompt policy-writing, 
expert engineering, premium auditing and speedy 
claim attention. Contact your closest American 
branch office. Let us prove to you that The American 
means business... MORE BUSINESS FOR YOU. 


“American Jrownance Group 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


ACCIDENT & HEALTH + ALLIED LINES * AUTOMOBILE + BONDS + BURGLARY « FIRE « GENERAL LIABILITY 
GLASS + INLAND & OCEAN MARINE « MULTIPLE PERIL + WORKMEN'S COMPENSATION 
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